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Batting Average .958 ? 


Onur LEADER'S TEAM really took a toe-hold at bat 
last year to knock company new-business production records 
clear over the fence. The best part is that 160 men made 
this team, qualification for which is $500,000 production 
or more. A composite picture of all the members of our 
Leaders’ Association rolled into one, comes out like this: 


HIS RECORD: During 1947 the average Leader's batting 
average wasn’t actually .958, but rather $958,985 of new 
life insurance. This business was spread over 93 lives and 
averaged better than $10,000 a case. With earnings of 
$18,500, our average Leader discovered that each of the 16 
calls made every week of last year was worth $23 to him. 


HIS BACKGROUND: With a college education behind 
him, our composite member of the Leaders’ Association 
entered the life insurance business at the age of 29. 
Today he owns his own home, is 45 years old, married and 
has two children. He has been with New England Mutual 
for the past 12 years. A graduate of our Career Underwriting 
training course, he is now studying the ever-changing 
Advanced Underwriting course for more experienced men. 
He has $57,000 of insurance on his own life. 


HIS FUTURE: Our average Leader believes his business 
will be better in 1948 than last year, but that he will have 
to work harder to achieve his goal. 
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Companies Fight 
N. Y. Plan to Amend 
Gain-Loss Exhibit 


Proposal Loses by One 
Vote: Blanks Committee 
Adopts A. & H. Change 


NEW YORK — A verbal fireworks 
display was put on at the three-day 
meeting here of the blanks committee of 
National Assn. of Insurance Commis- 
sioners. Most of the dispute was caused 
by the proposal of the New York de- 
partment to have inserted in the gain 
and loss exhibit of the annual report 
figures which would give a more de- 
tailed account of the sources of com- 
pany monetary gains and losses and the 
reasons for them. : 

The proposal lost by one vote in the 
life sub-committee and by the same 
count in the committee of the whole, 
the chairman declining to vote because 
it would only have precipitated a tie, 
but he expressed sentiment in favor of 
the New York proposal. A battery of 
company actuarial talent appeared at 
the meeting and spoke out strongly 
against the suggested new exhibit. 

Walter A. Robinson, Ohio deputy su- 
perintendent, presided at the meeting at 
which 14 states were represented. Com- 
missioners Allyn of Connecticut and 
Harrington of Massachusetts attended. 


Action on A. & H. Reporting 


The committee decided to recommend 
including in the 1949 blank, as a supple- 
ment, the form for reporting A. & 
experience by policy form that was ap- 
proved by N.A.I.C. at Miami Beach last 
December. The supplement would have 
to be filed by June 30, 1949. There was 
a proviso in the blanks committee action 
that if N.A.I.C. at Philadelphia should 
decide to change the style of the form 
in any way, such revised exhibit should 
be the one to be used. It is understood 
that the A. & H. committee of the com- 
missioners is reconsidering the matter. 

The industry is no longer resisting 
the idea of calling for such experience, 
but it is exerting its efforts to have a re- 
porting form adopted that the industry 
would regard as practical. The indus- 
try would much prefer to have the ex- 
Perience collected and merely made 
available to the state officials at the 
home offices, but the commissioners 
seem determined to have this made a 
public record. 

Also adopted was a proposal by the 
committee to include in the life blank 
a subdivision giving a breakdown of 
branch office expenses including rent, 
salary, expenses for agency supervision, 
and other expenses. 

Instructions will be added to the valu- 
ation report blank for fraternals to bring 
out more information regarding classes 
of certificates with 4% reserve. 

Proponents of the New York plan to 
amend the life company gain and loss 
exhibit feel that the issue is “whether 
there will be enough information in the 
annual statement to show the public 
what the companies’ sources of income 
are.” From their point of view the pres- 
ent report does not contain that infor- 
mation. They admit that their proposal 
may not be the ideal solution but they 
say they are open to substitute meas- 
ures if the companies can produce them. 

They feel that this is not the end of 
the effort to revise the statement and 
indicate that, because of their proposal, 
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FTC Gets Funds 
for Mail Order 


Insurance Probe 


WASHINGTON — Federal trade 
commission gets $10,000 for work in the 
field of mail order insurance during the 
fiscal year beginning July 1, 1948, under 
the independent offices appropriation 
bill upon which congressional action has 
been completed. 

The report of a joint conference com- 
mittee on the bill indicates that the in- 
crease of $40,000 agreed to by the com- 
mittee over the House bill’s provision 
for FTC includes the mail order insur- 
ance item. The ultimate total for the 
commission is $3,401,510. 

The House voted specifically to re- 
duce the fund recommended by its appro- 
priation committee for FTC by $70,000 
on the ground that insurance regulation 
by it is not necessary at this time. 


the companies will 
something better. 

It is the duty of the companies, they 
argue, to show the public where their 
money gains come from. Some adhe- 
rents to the New York proposal say 
that the life companies have adopted 
an iron curtain attitude about their 
gains and losses, and that they do not 
want to show the public what they are 
doing because the actuarial men feel 
that the public will not understand the 
figures. 

Backers of New York’s proposal say, 
however, that the sources of monetary 
gain are not as complicated as the actu- 
aries contend, and they want to know 
more about them. 


The Company Viewpoint 


The life company men put up a solid 
front of opposition to the New York 
plan. The basis of their argument is 
that the suggested new exhibit does not 
show anything that the present report 
does not contain. They fear that it will 
subject the life insurance industry to in- 
sidious attacks such as it suffered during 
the 1930s when a “similar” exhibit was 
contained in the annual report. 

Alfred N. Guertin, actuary of American 
Life Convention, said the New York 
proposal would be harmful to the insti- 
tution and would give misinformation to 
the public. Horace R. Bassford, vice- 
president and chief actuary of Metro- 
politan, urged the committee to give the 
matter further consideration. 

“The proposal struck me like a bomb- 
shell,” said Ray D. Murphy, vice-presi- 
dent and actuary of Equitable Society, 
urging the committee not to adopt the 
proposal without more consideration. 
He said the companies don’t want to 
conceal the facts of their business. 
Under the New York proposal the an- 
nual statement would not say what it 
should say, nor what it is meant to say. 
If the report had to give such figures 
as percentages of actual to expected 
mortality it would result in a false pres- 
entation and be a comparison of “or- 
anges to bananas,” he concluded. j 

William J. Cameron, executive vice- 
president of Home Life of New York, 
said that the New York plan would re- 
sult in false conclusions on the part of 
anyone viewing the statement. He cited 
a survey made by his company to find 
out where it stood on mortality and 
found that gains from mortality made 
during a year could be misconstrued 
because of the effect of changes in age 
groups, and the amount of new business 
written by a company in a given period 
of time. He pointed out that the re- 
port could cause public misconception of 
life insurance company gains and losses. 

A group of books attacking the life 
insurance business that was published in 
the 1930s was exhibited to the commit- 
tee by C. O. Shepherd, actuary of Trav- 
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Conn. Enters N. Y. 
Escheat Case as 
Rehearing Is Asked 


WASHINGTON — Connecticut Mu- 
tual and other life companies involved 
have asked the U. S. Supreme Court to 
rehear their appeal from the New York 
court of appeals decision in favor of 
Comptroller Moore of New York, on 
which the Supreme Court recently ruled 
abandoned policies would escheat to 
New York under its abandoned prop- 
erty law under certain circumstances. — 

The state of Connecticut has_peti- 
tioned for leave to intervene and par- 
ticipate in any further proceedings there 
may be. The state’s petition says three 
appellant companies hold Connecticut 
charters and their funds “are held in 
and protected by Connecticut.” And it 
is claimed Connecticut, not New York, 
has the right to escheat such funds. The 
petition cites Connecticut escheat legis- 
lation. If unclaimed funds held by life 
companies are escheated by New York, 
the petition says, Connecticut could 
either lose them or subject companies, 
“innocent stakeholders, to double lia- 
bility,” or if Connecticut refuses the 
latter course, that state would “have 
lost a contended right without an op- 
portunity to be heard.” 

The Supreme Court is asked to deter- 
mine “whether Connecticut or New 
York has the superior claim to escheat 
as to these funds held in and protected 
by_ Connecticut.” ; 

Petitioning for rehearing, the com- 
panies point to dissents by three jus- 
tices from the majority opinion and 
say one justice who did not hear the 
oral argument, joined in that opinion. 

The petition is based upon 
grounds: 

1. Confusion to the life industry, states 

ne lower courts from the recent deci- 
sion. 
2. “New wholesale escheat statutes call 
for a practical and definite rule of jur- 
isdiction”’; it should not “be fought out 
piecemeal”. 3. No obstacle exists to for- 
mulating a workable rule, which “is 
urgently needed”. 4. “The facts are not 
hypothetical on any material factor” and 
nothing would be added by the name of 
policyholder, date when he moved from New 
York or state of death. 5. States’ rights 
can be protected by inviting or per- 
mitting their attorneys general to par- 
ticipate. 6. The Pennsylvania law may 
be “invalidated to a large extent” by the 
decision and similar problems may be in- 
volved in its application to Connecticut 
law. Pennsylvania has the only prac- 
tical rule, legally sound under Supreme 
Court bank account decisions, it is 
argued. 

7. With over 40 state legislatures meet- 
ing next year, and seeking revenue, “a 
more adequate guidepost is needed” on 
the jurisdictional question. Most aban- 
doned policies that have accumulated 
will escheat in the first year of such 
legislation. Hence, a workable rule is 
urgent “before it is too late to unscram- 
ble the rights of all concerned.” 

8. “The unusual, if not unique decision 


10 


... refusing to pass upon vital parts” of 
the law which had been disposed of by 
the state court, yet affirming the latter’s 
decision, leaves the companies exposed to 
double escheat “(a very different thing 
from double taxation)”. It deprives them 
of a decision on constitutional questions 
forced upon them by the law and state 
courts. 

9. Unless prevented by the Supreme 
Court, New York will enforce its law as 
applying “even though there was a 
change of residence after a policy was 
issued and regardless of where the bene- 
ficiary resides at the maturity of the 
policy.” The law specifically covers in- 








elers. The books were written, he said, 
because of fallacious ideas picked from 
the now abandoned exhibit and which 
the New York plan would reinstate. 

John S. Thompson, president of Mu- 
tual Benefit, and chairman of the com- 
panies’ committee, was reported as op- 
posing the suggestion also. He was on 
jury duty and was unable to appear. 
Additional opponents included Ronald 
G. Stagg, president of Northwestern 
National Life. 


Ways and Means 
Group Kills Income 
Tax on Proceeds 


Treasury Plan for 
Changing Companies’ 
Tax Basis Also Rejected 


WASHINGTON—Treasury Depart- 
ment recommendations concerning life 
companies’ incomes and affecting in- 
come from life policy proceeds paid in 
installments have been rejected by the 
House ways and means committee, ac- 
cording to report. The rejection referred 
to apparently leaves taxation of life 
company income where it is at present 


under a plan that resulted in the com- 
panies paying no tax on last year’s in- 
come because of the low interest rates 
on their investments. The Treasury 
proposal would have imposed a substan- 
tial tax on the companies. 

The committee reportedly ac- 
cepted the Treasury’s proposal for 
changing the tax on annuities to the life 
expectancy basis. The proposal is a 
slight modification of the Canadian sys- 
tem, under which the amount of princi- 
pal in each installment paid is deter- 
mined and the rest is regarded as re- 
portable income. The effect would be 
to reduce considerably the tax on annu- 
itants applicable under the present arbi- 
trary 3% rule. 


Amend Bill to Revise 
D. C. Insurance Setup 


WASHINGTON — The Auchincloss 
bill to reorganize the District of Colum- 
bia government, and which proposed to 
abolish the insurance department here, 
would be materially amended under rec- 
ommendations of a House District sub- 
committee. Under one of these amend- 
ments, the department would become a 
bureau of insurance in a proposed new 
local department of commerce. 

The present staff of the insurance 
department would be transferred to the 
new bureau and p)resent department 
activities would be carried on by the 
new bureau and present department 

This provision is practically the third 
proposal submitted by all local insur- 
ance interests. Their first choice would 
have been to maintain the present de- 
partment as is, and their second choice 
to turn insurance regulatory work here 
over to a new department of banking 
and insurance. 











stances where the last known address of 
the policyholder is outside New York 
state. But the supreme court decision 
reserved the question whether the law 
is constitutional in such instances. 

10. The court apparently sustained New 
York’s right to the money if the policy 
was issued for delivery in New York 
upon the life of a New Yor resident, and 
if there was no later change of address. 
Yet it failed to pass upon what some 
other state may do. Other states ‘may 
“escheat the same money on a different 
theory of jurisdiction.” 

The new “wholesale escheat theory... 
deserves and needs the guidance” of the 
court, the companies argue. The resi- 
dence factor should be eliminated. “Un- 
less the court’s decision is modified the 
insurance companies are in a_ serious 
dilemma, through no fault of their own,” 
—double liability possibility. The states 
would “prefer a workable rule to a 
dilemma,” and without the former need- 
less litigation is foreseen, costly to states 
and companies. Interests of missing 
policyholders or beneficiaries in aban- 
doned policy cases can never be repre- 
sented, the companies say. 
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Franklin Holds 
Havana Rally 


Party of 225 Has Three 
Days of Business 
and Relaxation 


Leading producers of Franklin Life 
with their wives and families, a group 
of 225, assembled at Miami last week 
and from there went to Havana, Cuba, 





F. J. O’Brien 


Cc. E. Becker 


for a three day “play” convention at 
which only one business session was 
held. The rest of the time was devoted 
to sight-seeing and relaxation. A re- 
gional meeting of a similar nature was 
held in Monterrey, Mexico, last month, 
another is on in Savannah, Ga., this 
week, and a third will be staged in San 
Diego, Cal., the last week of this month. 
It is the fixed policy of Franklin to hold 
its agency gatherings on the basis of 
business sessions being kept to a mini- 
mum, Francis J. O’Brien, vice-presi- 
dent and director of sales promotion, 
was in general charge of convention ar- 
rangements. 

Convention festivities at Havana be- 
gan with a luncheon at which President 
Charles E. Becker presided. Checks 
were awarded to those having the best 
records in the company’s various pro- 
duction clubs. The winners’ were: 
$200,000—T. L. Barnes, Des Moines; 
$300,000—Wilfred Schooler, Washing- 
ton, D. C.; $400,000—W. E. Holt, La 
Porte, Tex., and A. C. Gulliver, Coral 
Gables, Fla.; $500,000 to $1,000,000—R. 
J. Williams, Columbia, S. C. Presenta- 
tion of the checks was made by Charles 
E. Becker, Jr., assistant to the presi- 
dent, 


Stress “J.I.S.P.” Policy 


W. W. Chamberlin, Jr., regional man- 
ager at Montgomery, Ala., presided dur- 
ing the remainder of the business meet- 
ing which consisted entirely of sales 
talks on the Franklin’s Junior Insured 
Savings Plan the volume on which has 
been unusually heavy since its inaugura- 
tion Jan. 1. Speakers included Mrs. 
Minna Hensley, Salina, Kan.; J. K. 
O’Doherty, River Forest, Ill.; Herbert 
Baum, San Francisco, and R. J. Wil- 
liams, general agent at Columbia, S. C., 
and until recently governor of South 
Carolina. A group photograph was 
taken at the conclusion of the conven- 
tion. 

Those of the home office staff who 
attended the Miami-Havana convention 
and are at this week’s regional gathering 
at Savannah are Charles E. Becker, 
president, Charles E. Becker, Jr., assist- 
ant to the president; Francis J. O’Brien, 
vice-president and director of sales pro- 
motion; Russell A. Frederick, secretary; 
W. J. Hiller, vice-president; J. V. 
Whaley, vice-president; James A. 
Hands, manager of agencies and James 
Abels, agency statistician. 


Anderson at Los Angeles 


Edward C. Anderson, superintendent 
of agencies of Connecticut Mutual Life, 
told the Siegmund and Prouty & Jones 
agencies at Los Angeles of its activi- 
ties in California. 

He was entertaintd at a breakfast by 
the Siegmund agency, at which he re- 
viewed the company’s progress and told 
of plans for thorough training of agents. 








Penter’s Manual Is 
Valuable Book for 
A. & H. Underwriter 


“Penter’s Underwriter,” by Jack H. 
Penter, vice-president of InsurOmedic 
Life, published by Paramount Publish- 
ing House, Dallas, $10, is a volume of 
close to 900 pages which bears the sub- 
title, ‘“Accident-Health-Hospitalization- 
Medical Care.” It is a guide or manual 
intended especially for ready reference 
for the A & H. underwriter, new or ex- 
perienced. There is also much which 
should be of interest to the home office 
life underwriter. 

Of the 30 chapters, 17 were contrib- 
uted by members of the medical profes- 
sion. The remainder were written by 
Mr. Penter. Topics developed include 
gynecology, cancer, heart conditions, au- 
topsy, drugs such as penicillin and 
streptomytin, blood plasma, RH factor, 
substandard risks, medical care plans, 
hospitalization, riders. 

In the “Manual” section, which com- 
prises well over half the book, the au- 
thor discusses in alphabetical order a 
tremendous number of impairments, each 
under the headings of definition, under- 
writing repuirements and suggested rul- 
ings. Space is left under a fourth head- 
ing of “Data” so that the individual un- 
derwriter may add supplementary facts 
as they come to his attention. 

The style is very readable. 


Now Sa: Code Is 
Up for Hearing 


NEW ORLEANS—After two years 
of study, a proposed new insurance code 
for Louisiana has been drafted and after 
public hearings will be presented to the 
legislature which meets next month. 
The code will coordinate under a single 
act the 77 statutes which now regulate 
insurance. 

Commissioner Wade O. Martin, Jr., 
who is secretary of state, was directed 
by the 1946 legislature to prepare the 
code. The principal accomplishment, he 
said, is elimination of obsolete, ambigu- 
ous and duplicating provisions and mod- 
ernization in line with current practices 
in other progressive states. 

Regulations governing health and life 
insurance are set up for the first time, 
requiring that maintenance of specific 
standards and prohibiting practices op- 
posed to the public interest. A four- 
member Louisiana Insurance Rating 
Commission would be set up to handle 
all insurance rating matters in the state, 
merging three state rating agencies, 
with one commissioner for each depart- 
ment instead of the present three each 
now has. These agencies are Louisiana 
Insurance Commission which regulates 
fire insurance, Inland Marine Commis- 
sion, and Louisiana Casualty & Surety 
Rating Commission. 

The commissioners, who would be ap- 
pointed by the governor, under the pro- 
posal are members of the coordinating 
group, with the secretary of state as the 
fourth member. 

Fire, casualty and old line life agents 
would be required to pass an examina- 
tion before being licensed. Agents for 
industrial companies, funeral and non- 
profit associations are exempt. Agents 
now licensed would not be affected; only 
persons becoming agents after May 10 
would have to take the test. 

Hearings were held on Monday and 
Tuesday at Baton Rouge for insurance - 
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interests, and other hearings for insur- 
ance men will be held at the state capi- 
tol April 19, 20, 22, 23 and 26. For the 
general public hearings will be held 
May 3 at Alexandria, May 4 at Shreve- 
port, May 5 at Monroe, May 6 at Lafa- 
yette, and May 7 at New Orleans. 

Mr. Martin especially praised G. F. Pur- 
vis, Jr., deputy commissioner, for as- 
sistance in preparing the code. 


A NEGLECTED MARKET 


Have you taken a new look recently at the key man as a 
prospect for life insurance? Today he is possibly easier to 
find and more able to buy than most other types of prospects. 


Some underwriters hesitate to work in this field, feeling 
perhaps that the exceptionally large sales often resulting make 
it a particularly competitive and complex field. But this is 
not necessarily so. 


Personal observation, plus the business section of your local 
newspaper, plus a frequent re-check of your present policy- 
holders, may uncover many a key man prospect. 


The man who has just been promoted to a responsible posi- 
tion is obviously valuable to his company; the president of a 
new company knows the business and probably is absolutely 
vital to its success; the executives of the company which has 
just been reorganized should be insured to protect the money 
that was spent in reorganization; the president of the com- 
pany which is doing well but which needs capital to expand 
can use life insurance to aid him in securing a loan. 


Key man insurance isn’t especially difficult—and it can “be: 
a key to success! 


Insurance in Force—February 29, 1948—$351,907,657 











Marital Deduction 
Should Aid Stock 
Purchase Approach 


The new marital deduction in the es- 
tate tax should open up .an increased 
market for stock purchase insurance, 
Harry R. Schultz, Persons agency of 
Mutual Life, Chicago, told the Milway- 
kee C.L.U. chapter during the question 
and answer period following his talk 
on stock purchase agreements. 

The way this would work out is that 
each partner or member of a close cor- 
poration would want to leave his in- 
terest to his wife without any strings, 
so as to take advantage of the marital 
deduction. This would increase the 
probability that the surviving owners 
would have the widow in business with 
them and hence would increase the de- 
sirability of having insurance available 
to buy her out. 

Discussing unusual cases, Mr. Schultz 
told of one where two stockholders 
owned $100,000 on each other’s lives, 
This was inadequate but they hadn't 
individually enough money to warrant 
purchasing the recommended additional 
$100,000. The suggestion was then 
made to have the corporation purchase 
$100,000 on the life of each stockholder, 
the original policies not being disturbed. 
Under one trust agreement, which in- 
cluded the corporation and the stock- 
holders as parties, the provisions were 
made for the complete sale of all of the 
stock in which one-half was purchased 
by the stockholders and the other half 
by the corporation. In the event of the 
death of one stockholder, half the stock 
would be purchased by the surviving 
stockholder and the remaining half 
would be bought by the company as 
treasury stock. 

Another unusual case was of a type 
frequently encountered, where _ one 
stockholder has sons who, he thinks, 
might some day be in the business. 
In working with one of two brothers 
who were complete owners of. a 
close corporation, Mr. Schultz sug- 
gested a stock purchase plan to provide 
for the sale of the stock and to provide 
needed liquidity in the estate. How- 
ever, the other brother, who had sons, 
objected. The case seemed hopeless but 
they agreed that they had complete 
faith in each other and wanted the sur- 

vivor to have control of the business. 

Mr. Schultz suggested that only one- 
half the stock be purchased and in this 
way the surviving brother would have 
control of the business while the sale 
of half the decedent’s stock would fur- 
nish cash for taxes. Both brothers felt 
the decedent’s heirs retaining one-half 
of the stock holding was of sufficient im- 
portance to offer opportunities to .the 
sons even though technically a minority 
stockholder cannot demand any salaried 
positions. While this did not result in 
as large a sale as a regular stock pur- 
chase plan, it still resulted in a worth- 
while business life insurance case. | 

George Knutsen, Mutual Life, Mil- 
waukee, presided. 


Occidental’s Top 100 
Agents Averaged $487,393 


Average paid volume of life insurance 
produced in 1947 by the 100 leading 
agents of Occidental Life was $487,393. 
Every agent among the first-100 in paid 
life volume produced over $305,000 for 
the year. Three of Occidental’s seven 
1947 million-dollar producers are in the 
Montreal agency: Lois Rotenberg, J. 
A. Lepine and the general agent, Mar- 
tin Arnovitz. Another Canadian, C. W. 
Burrows of Kitchener, Ont., led the en- 
tire field force in paid life volume for 
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the second time in a row. Other “mil- 
lionaires” were R. P. Tinnin, genera 
agent at Albuquerque; R. E. Watson, 
San Francisco, and H. A. King, general 


agent at Baltimore. 


The Leisure, Werden & Terry agency 


at Los Angeles led in 1947 life paid vol- 
ume and life paid premiums. 
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Industry Committee’ 
to Study A. & H. 
Minimum Benefits 


The hearing held at Chicago by a 
sub-committee of National Assn. of In- 
surance Commissioners on _ proposed 
minimum benefits in accident and 
health policies, which in its early stages 
seemed likely to end in a complete dead- 
lock between the commissioners and 
the industry representatives in attend- 
ance, finally was brought to an amicable 
conclusion with the appointment of an 
industry committee to study the prob- 
lem. 
The general committee is composed 
of F. J. Marryott, Liberty Mutual; 
Berkeley Cox, Aetna Life; V. J. Skutt, 
Mutual Benefit Health & Accident, and 
John Henry, Continental Casualty, with 
Harold R. Gordon, Health & Accident 
Underwriters Conference, and F. 
Follmann, Jr., Bureau of Accident & 
Health Underwriters, as members ex- 
officio. It will appoint sub-committees 
to take up specific problems of the vari- 
ous segments of the accident and health 
business. It is planned to have several 
insurance departments’ representatives 
on these committees. 

It will take up restrictions on cover- 
age, minimum benefits, minimum time 
of payment, format of policies, exclu- 
sions and grace period. These sub- 
jects are to be considered in the broad- 
est sense, including language employed. 
It is to report progress at the June 
meeting of the commissioners and have 
its final report ready for the January 
meeting. 


Downey Bill Is Opposed 


The companies were so strongly op- 
posed to the proposals embodied in a 
bill drafted by Downey of California, 
chairman of the subcommittee, and, in 
fact, to any legislative approach to the 
subject, that it seemed doubtful for a 
time whether any common. ground 
could be reached. The matter was fur- 
ther complicated by the fact that it was 
understood that the subject to be con- 
sidered was minimum standards rather 
than minimum benefits, but Mr. Downey 
said the resolution of N.A.I.C. under 
which the subcommittee was set up 
wr referred to minimum bene- 
ts. 

Even when that angle was straight- 
ened out, there was still some question 
as to the exact scope of the inquiry. After 
Chairman Downey had made his prelimi- 
nary statement outlining various com- 
plaints which had been received by his 
office, Mr. Follmann commented that he 
did not think there was often any mis- 
understanding about the amount of 
benefits in a policy. Mr. Downey said 
the question of benefits goes beyond 
the amount payable and involves policy 
coverage. Stone of Nebraska, another 
member of the committee, mentioned 
the matter of limitations and exclusions 
and said people often think they have 
full coverage when they do not. 


Four Problems Involved: 


Mr. Follmann said that from the 
statements of the commissioners and a 
study of the Downey bill, apparently 
there were four problems involved: 
Minimum amount of benefits, minimum 
period of payments, uniform benefit and 
exclusion language, and restriction of 
exclusions. The committee accepted 
that division of the subject as the basis 
for further discussion. 

Inasmuch as all of the specific cases 
cited involved limited policies, H. 
Rockwood of United of Chicago 
asked whether, if such policies were to 
be the main subject of inquiry, it should 
not be so stated, but Mr. Downey re- 
fused to agree to any such limitation. 

On the question of minimum amount 
of benefits, the first topic taken up, Mr. 
Downey said the main thing should be 
that the policyholder should have a 
chance of getting something back, and 
that the benefits should not be trivial. 

(CONTINUED ON PAGE 15) 
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HIGHER RATES NEEDED 





Benner Defends Companies’ 


Refusal of GI Mortgages 





A good many life companies have 
stopped making G. I. mortgage loans 
and have been. se- 


verely criticized 
for it. In his talk 
before the Mort- 
gage Bankers 
Assn. of America 
in New York City, 
Vice - president 
Claude L. Benner 


of Continental 
American Life gave 
an able exposition 
of the reasons why 
these loans are not 
attractive at pres- 
ent rates and told 
what should be 
done to insure a free flow of capital into 
these loans and into mortgages gener- 
ally. He also told why he thinks there 
is little danger of any appreciable fur- 
ther inflation. 

Mr. Benner said that with 25-year 
governments selling to yield 242%, cor- 
porate bonds of about the same maturity 
yielding about 3%, high grade preferreds 
yielding between 4 and 414%, and some 
of the best dividend-paying common 
stocks yielding 6%, a residential mort- 
gage having a maturity of 20 or 25 
years bearing a gross rate of 4% and a 
net rate to a life company of little more 
than 3% certainly is not an attractive in- 
vestment under present conditions. He 
emphasized that present high prices of 
real estate, which is the security for 
mortgages, add to the unattractiveness 
of mortgages at existing rates because 
of the risk of loss. 

If Congress wants a free flow of pri- 


Cc. L. Benner 





vate funds to go into the mortgage mar- 
ket it is imperative that interest rates 
on GI loans be raised one-half of 1% 
and also that the return on title VI 603 


FHA loans be raised by the same 
amount. If this is not done, the govern- 
ment will not only be guaranteeing 


these mortgages but it will also find it- 
self compelled to furnish the funds to 
finance the building of the houses, he 
warned. On the other hand, there 
would be no need for the restoration of 
the RFC Mortgage Co. to furnish a so- 
called secondary market for ‘G.I. loans 
if mortgage interest rates were allowed 
to rise by one-half of 1% so they_ would 
be competitive with rates offered on 
other types of investment, he said. 

Mr. Benner said it is “just idle” to ex- 
pect life companies to invest any large 
proportion of their funds in mortgages 
when the net return on them is less than 
it is on other types of investments, con- 
sidering the possibility of loss, expense 
of handling and absence of liquidity. 

Mortgage rates, he said, must be com- 
petitive with rates on other types of in- 
vestment if capital is to go into the 
mortgage market and at present they 
are too low to be competitive. Not only 
has the risk in making such loans in- 
creased because of the high cost of real 
estate and construction but the costs of 
handling such loans have advanced 
markedly. Nevertheless, interest rates 
today on mortgages remain as low as 
or lower than they were in 1944. 

If the country wants a large volume 
of residential construction financed by 
private capital it must permit rents to be 
high enough to attract equity capital to 

(CONTINUED ON PAGE 15) 
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along without it.” 








We had a case in which the insurance was taken out 
in 1924 by a farmer in the mid-West at age 28. Follow- 
ing the payment of 10 annual premiums the policy lapsed 
in 1934 for non-payment of premium and since there 
was no indebtedness, extended insurance for the face 
amount of $3,000 was granted until May of 1948. In 
January of this year the agent in the case was notified 
that the extended insurance would expire in May. 


The agent discovered that the insured had been dead 
“The poor widow said she 
knew he had this policy and had paid quite a while, but 
she also knew he had dropped it so long ago that she 
thought there was no insurance left for her.” 
quently he enclosed satisfactory proofs of loss and the 
policy telling the Claims Department that 
herself has had a stroke several years ago and is only 
able to get around. This insurance will be a wonderful 


He wrote: 


The Home Office sent the check for $3,000 to the 
widow who wrote that the money would help with some 
of the doctor bills she had encountered during her ill- 
She wrote: “I certainly do appreciate the Penn 
4 Mutual for having located this valuable source of addi- 
I do not know how I could have gotten 


THE PENN MUTUAL LIFE INSURANCE CO. 
and aes 


INDEPENDENCE SQUARE, PHILADELPHIA 


Insurance 


Subse- 


“the widow 














Finance Commities 
Ponders Gearhart 
Bill This Week 


W ASHINGTON—The Senate finance 
committee scheduled a meeting for 
Thursday at which consideration was 
expected of the Gearhart resolution and 
the report of the social security advis- 
ory council on old-age and survivors in- 
surance. 

Prior to the calling of the hearing it 
had appeared that the committee was 
in no hurry to act. There were 
rumors among insurance observers that 
the resolution might be stopped. 

When the finance committee meets to 
consider the Gearhart resolution, it will 
have before it two letters from Judd C. 
Benson, Union Central, Cincinnati, 
chairman of the committee on federal 
law and legislation of the National Assn. 
of Life Underwriters, besides testimony 
of a number of witnesses with respect 
to the status of agents, and a mass of 
documents bearing upon the subject. 
Both of Mr. Benson’s letters were ad- 
ee to Committee Chairman Milli- 

in, 

In the first of these, dated March 24, 
1948, the writer took no position with 
respect to the Gearhart resolution, 
agreed it is a matter that should be de- 
termined by Congress, but stated: “We 
do not, however, enjoy being left out 
in the cold while this controversy per- 
sists.” The hope was expressed that 
Congress would consider “proper revi- 
sions” of the social security act at this 
session “to the end that those citizens 
who are richly entitled to its benefits 
will be no longer denied their rights.” 

In his second letter, dated April 5, 
Mr. Benson wrote that the N.A.L.U. 
governing body had voted against for- 
mal appearance on the Gearhart resolu- 
tion.’ However, in view of different in- 
terpretations given by two government 
agencies and “inconsistent regulations” 
for determination of “employ status” un- 
der the act, the letter says that “we find 
several thousand of our members in a 
state of complete confusion.” 

Mr. Benson wrote it is impossible for 
N.A.L.U. to recommend to members 
whether or not to seek determination 
from the social security administration 
of “status designed to establish their 
eligibility for wage credits or benefits” 
under the act, because of the present 
policy and by-laws of N.A.L.U. The 
association is barred from relief through 
specific legislation including or exclud- 
ing certain classes from the act, Mr. 
Benson said, because the association 
“does not believe in class legislation 
and, therefore, will not seek such relief 
for its members.” 


Suggests Possible Solution 


Mr. Benson suggested as a solution of 
the present problem that section 2(a) 
section 1101 (a) (6) be amended as pro- 
posed in the resolution “except that de- 
terminations after Jan. 1, 1948, would be 
limited to those workers who have (a) 
attained age 65, and (b) beneficiaries of 
workers whose death occurred on or 
after Jan. 1, 1948.” Mr, Benson ad- 
mitted the ‘ ‘seeming legal inconsistency” 
of his suggestion, but commended its 

“practical advantages,” four of which he 
enumerated. Some 6,000 or 7,000 peo- 
ple would be affected, he wrote. 

The last witness to appear before the 
Senate committee on the resolution was 
Everhart Cunningham, past president, 
Atlanta Life Underwriters Association, 
who testified in opposition to the resolu- 
tion and in support of inclusion of com- 
mission life agents under social security. 


Senator Holland, Florida, submitted 
a_ letter from Erling E. Ayars, Penn 
Mutual Life, Miami, Fla., favoring life 
agents’ inclusion under social security. 


Signs Mo. Housing Project Bill 

Governor Donnelly of Missouri has 
signed a bill that permits insurance com- 
panies to invest their funds in commer- 
cial and industrial property, including 
housing projects. 
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Factors in Rapid Growth of 
Franklin Life Are Analyzed 


By HOWARD J. BURRIDGE 


As one who attended a recent Frank- 
lin Life agency convention, I have the 
conviction that there is an interesting 
and quite extraordinary story to be told 
about what this company has been doing 
in recent years and how it has managed 
to forge ahead so spectacularly. By 
this I do not mean a fulsome write-up 
or “puff,” designed to flatter either the 
home office staff or the agency organiza- 
tion. Instead, I believe the life insur- 
ance fraternity generally is likely to be 
interested in a factual, ungarnished ac- 
count of what the Franklin Life has ac- 
complished and particularly in the meth- 
ods it has used. 

The figures descriptive of the Frank- 
lins growth are more than unusual, they 
are actually startling. Without the aid 
of group, which it does not write, the 
insurance in force has been doubled in 
the past three years. It has gained $125 
million insurance in force during the 
past 15 months, and will gain $150 mil- 
lion in 1948. An increase of 40% for 
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A 21-GUN SALUTE IS 
IN ORDER TO HONOR PHIL.- 
LIPS AND HASLEY FOR THE 
MAGNIFICENT JOB THEY 


HAVE DONE ON THEIR 
SALARY SAVINGS BOOK. 


*_ * * 


HUNDREDS OF COPIES HAVE 
ALREADY BEEN ORDERED, 
and many letters are coming back, 
reading as follows: 


“Just what I have always needed.” 
. . . “Now I feel I really know 
how to sell franchises.””. . . “Will 
be worth thousands of dollars to 
me.” ... “No wonder I couldn’t 
sell salary savings—the truth is I 
didn’t know how.” .. . “The book 
has opened up to me a whole new 


field.” . . . “Please give me the 
addresses of the authors. I want 
to write a letter of personal 


thanks.” . . . “The first really 
practical discussion of salar , Sav- 
ings selling I have ever read.”... 


YOU SEE SALARY SAVINGS 
SELLING HAS its own techniques, 
its own language, its own pattern. 
No wonder the agent who tries to 
sell it as he does personal insurance 
finds rough weather. 


* * * 
THE PRICE: $3.25 — SHIP- 
MENT: IMMEDIATELY — 


SURELY A MOST PROFIT- 
ABLE INVESTMENT; AND 
WE'LL FOLLOW AN OLD 
R & R TRADITION AND SAY 
“MONEY BACK” IF YOU DO 
NOT FIND IT THE BEST 
BOOK ON THE SUBJECT 
YOU HAVE EVER READ. 


PAUL SPEICHER 





Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS / 











the first quarter of this year above the 
same period of 1947 was registered. The 
company has $590 million in force now, 
will pass $600 million sometime in July, 
and at the present rate of growth will 
have over $1 billion on the books less 
than five years hence. It is not inac- 
curate or improper to say that these are 
impressive figures. 


Top 100 Earned $2,060,092 


Perhaps this much financial back- 
ground will make it easier to bring the 
complete picture into focus. It remains 
to record that in 1947 the Franklin’s 
100 top producers were paid $2,000,092 
in commissions or an average of slightly 
over $20,000 each. Openly, with deter- 
mination and almost extreme aggres- 
siveness, the Franklin is making an all- 
out drive for additional agency man 
power. It is recruiting desirable mate- 
rial from other lines of business, but it 
does not hesitate to go after successful 
producers of other life companies. In 
the rapid upbuilding of its sales organ- 
ization it has used no charts, graphs or 
tests. It will engage a man in his early 
twenties or one in his middle fifties. All 
of the emphasis is on sales ability, actual 
or potential. It has many former indus- 
trial life men under contract. 

I have never been among a group of 
life men whose incomes are so freely 
and publically discussed. President 
Charles E. Becker will introduce an 
agent and then say, “How much com- 
mission was it we paid you last year?” 
Unhesitatingly, the agent will name the 
figure without regard to how many may 
be within earshot. The company wants 
the commission incomes of its agents 
known and publicized. It regards this 
data as the best possible recruiting 
material. This is perhaps the Frank- 
lin’s most unorthodox operating pro- 
cedure, 


Texas Leads in Volume 


Texas produces more business for the 
Franklin than any other state, but the 
company has become a strong factor in 
the old south. Mr. Becker takes special 
delight in recounting what agents in the 
smaller cities of this region are earning, 
such as in Rome, Ga., Ft. Payne, Ala., 
Troup, Tex., Dalton, Ga., Waco, Tex., 
etc. Agents in these cities, in fact all 
Franklin agents, seem completely undis- 
turbed when their commissions are re- 
vealed and compared to their former 
incomes. 

So the first part of the story is that 
the Franklin is openly scouring the 
country for men, in and out of the life 
insurance business, to whom it is offer- 
ing high commission contracts. Its offi- 
cers believe and believe they can dem- 
onstrate that Franklin Life agents have 
high average incomes. But they attri- 
bute only part of this to the commis- 
sion scale itself. Most highly paid 
Franklin agents are concentrating on 
the package selling of special policies 
that have a pronounced investment fea- 
ture and a high average premium. 


BEATING HANDICAP 


President Becker believes that life in- 
surance salesmen have as their most 
severe handicap the selfishness of the 
prospect. That is, no matter what ex- 
cuse the prospect may give for not buy- 
ing, the real reason is that he believes he 
must die to win. And so while admit- 
ting that life insurance is protection of 
his fangily, the prospect sees little or 
nothing in it for himself from a purely 
selfish standpoint. ‘ 

To meet this situation squarely and 
head on, the Franklin exhorts its men 
to concentrate on its “This is what you 
will get” policies; the guaranteed life 
annuity; the “President’s Protected Sav- 








ings Plan”; the “Junior Insured Savings 
Plan”, and its lifetime disability cover- 
age. The investment element is pre- 
dominant in all of these contracts. Most 
prospects and even most agents have 
not seen life insurance packaged this 
way before. 

A majority of Franklin Life agents 
are, in reality, specialty salesmen. They 
are not even offering a general line of 
policy forms. Nearly all in the big 
money-making group confine themselves 
to the sale of from three to five of the 
Franklin’s “specials.” They believe they 
are offering the public something that 
cannot be duplicated. 

Both the average premium and policy 
amount are high. This is Mr. Becker’s 
conception and philosophy of the kind 
of life insurance selling that brings the 
greatest financial rewards. He is com- 
mitted to it, and is promoting it ener- 
getically. 





Prudential Opens Regional 
Office at San Francisco 


Prudential’s district agencies in parts 
of California, Oregon, Washington, 
Utah and Colorado will be supervised 
through an office established in San 
Francisco. 

William Ingram, formerly regional 
manager in Newark, is in charge. He 
will be assisted by Arthur W. Siggs as 
assistant regional manager. 

Pending completion of the home of- 
fice building, the remainder of the west- 
ern territory will be supervised from 
headquarters. G. Carl White has been 
appointed regional manager for that 
area. Paul B. Palmer, superintendent 
of agencies, has established temporary 
offices and will supervise western zone 
office district agency activities. 


Prudential Ups Group Men 


The group sales division of Pruden- 
tial has promoted D. W. Menton and 
transferred him to Detroit as associate 
sales manager. W. L. Fehon takes over 
the Baltimore group office as district 
sales manager. G. B. Brown, J. R. 
Deane, and E. A. Whitney were made 
home office group representatives in the 
New York group sales office. 

‘A. L. Miller has been placed in charge 
of group at Richmond and C. A. Schultz 





goes to Chicago to assist W. N. Burger, April 13. 








associate sales manager, in group an. 
nuity development and sales. 


Schriver Loses Nomination 
for Congress in Close Race 


Lester O. Schriver, general agent 
Aetna Life at Peoria and past president 
National Assn. of Life Underwriters, 
lost a close race for the Republican 
nomination for congressman from the 
18th district in the Illinois primary 
Tuesday. He lost by only 500 votes, out 
of a total of about 30,000 cast, to Judge 
Harold Velde of Pekin. 


To Employ Married Women 


Prudential has liberalized its person- 
nel policy to permit employment of mar- 
ried women in its home office and field 
offices. Prudential employs approxi- 
mately 12,800 women. Studies indicated 
there would be no loss in efficiency 
through the change. The company re- 
laxed the rule during the war. 


S. S. Council Reports 


WASHINGTON—The_ Senate _ {f- 
nance committee has received a report 
from the social security advisory coun- 
cil containing final recommendations for 
old age and survivors insurance. The 
report will not be released until after 
approval by the committee. The last 
council meeting was devoted to discus- 
sion of permanent total disability and 
public assistance, with no final deci- 
sions made. The council will meet May 
7-8 and its interim committee the last 
week in April. 


Ruling on Columbus Tax 


COLUMBUS, O.—R. P. Barthslow, 
city auditor, decided that neither domes- 
tic nor foreign insurers are subject to 
the new Columbus income tax ordi- 
nance, although no formal ruling has 
yet been handed down. The decision 
doesn’t affect the requirement that the 
companies withhold the tax from earn- 
ings of employes. 


Open New State Farm Building 


Coast headquarters of the State Farm 
companies have been moved into a 
newly completed six-story building at 
Berkeley, Cal., located opposite Berke- 
ley’s civic center. Open house was held 























MUTUAL TRUST LIFE 
INSURANCE COMPANY 
Chicago 


One of the Lowest Net Cost 
Companies in the United States 


ORDINARY LIFE 





Minimum $5,000 — Maximum $100,000 


Age Limit 1 to 55 


20 Year Annual Net 








Annual Cost per $1,000 
Premium Present Dividend Scale 
Age Per $1,000 (Not Guaranteed) 
1 $11.33 $1.72 
5 11.78 
10 12.76 25 
15 14.14 —.08 
20 16.11 —.17 
25 18.53 —.13 
30 21.55 .23 
35 25.34 1.19 
40 30.15 3.06 
45 36.37 6.21 


“Nothing Better In Life Insurance” 
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Lorentzen Retires; Two Are 
Advanced by Bankers, Ia. 


Because of ill health J. P. Lorentzen, 
vice-president and advisory counsel 
Bankers Life of Iowa, has retired. He 
was elected to this position in 1947 when 
his health forced him to relinquish some 
of his responsibilities as vice-president 
and general counsel. He joined the 
company in 1926 after having been in 
the Des Moines firms of Carr, Cox, 
Evans & Riley and Lorentzen & Shep- 
herd. 

The company named Howard Dean 
financial secretary and Leo Danzinger 
assistant vice-president in charge of ac- 
counting and office planning procedure. 
After postgraduate work at Northwest- 
ern University, Mr. Dean joined Bank- 
ers Life in 1934 and became a super- 
visor in the investment department. He 
was elected assistant secretary in 1944. 
Mr. Danzinger joined the company im- 
mediately after graduation from Univer- 
sity of Manitoba in 1928 and subse- 
quently became a supervisor in the actu- 
arial department. He was elected as- 
sistant actuary in 1942. 





S. W. Sturm, Long a Big 
Producer, Dies Suddenly 


Samuel W. Sturm, 80, 10 times na- 
tion-wide leader for Mutual Benefit Life, 
and one of the 
leading life agents 
of the country, died 
suddenly at his 
home in Cincinnati 
four days after suf- 
fering a stroke. He 
had recently re-— 
turned from Flori- 
da and had been in 
good health except 
for a minor illness. 
Entering the busi- 
ness in 1912, he 
produced more than 
$80 million of busi- 
ness in his lifetime, 





Ss. W. Sturm 
over $40 million of which was piaced in 


Mutual Benefit. ‘Previously he had been 
with a family clothing manufacturing 
business for 25 years, 

A testimonial dinner was given to 
Mr. Sturm by J Drewry, general 
agent, at which he was lauded ‘for his 
outstanding work in life insurance by 
company Officials and associates on his 
80th birthday last July. 

He was president of the Security 
Savings & Loan Company and a direc- 
tor of the Manischewitz Company. Fun- 
eral services were held in Cincinnati 
Wednesday.’ A son, Louis W. Sturm 
of Cincinnati, was formerly in the gen- 
eral insurance business in Philadelphia 
and Paducah, Ky. 





Percy Lyons, advertising manager of 
Manufacturers Life and its oldest em- 
ploye of service, celebrated his 45th an- 
niversary with the company. On arrival 
at his office he found on his desk a bas- 
ket of 45 roses. 





ACCIDENT & 
HEALTH CLAIM 
MANAGER 


A Mid-West Company has 
need of a man to head up its 
Home Office Accident and 
Health Claim Department. 
Requirements are experience 
in this work and ability to su- 
pervise and direct activities in 
this unit. A fine opportunity. 


FERGASON PERSONNEL 
Insurance Personnel Exclusively 
330 S. Wells Har 9040 
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Purdue Results 


Substantiate 
[.1.A.M.A. Findings 


Of all the men who have fully com- 


-pleted each of thi three phases of the 


Purdue life insur- 
ance marketing 
course, over 96% 
are still in the life 
insurance business, 
according to fig- 
ures just released 
by Daniel P. Ca- 
hill, director of the 
course. The Pur- 
due report covers 
almost 2% years 
of operation. These 
figures do not in- 
clude experienced 
life insurance men 
who just entered 
for the advanced or the intermediate and 
advanced classes. 

A.M.A. recently published results 
of research on two phases of agency op- 
erations. Of 2,389 men contracted by 26 
Canadian companies in 1945, more than 
56% of the men were no longer working 
for their company by Jan. 1, 1947. A 
separate report based on 567 “early ter- 
minators” indicated that these men who 
failed in their first year believe their 
failure was due principally to inade- 
quate training in the field and not 
enough help in prospecting. They felt 
they were not provided with the neces- 
sary techniques and skills for working 
in the field 

A considerable amount of time is 
spent in each of the three classroom 
phases of the Purdue course in develop- 
ing skill in prospecting and selling. In 
addition, the men are in the field about 
38 weeks in their year of training, dur- 
ing which time they are under close su- 
pervision through weekly reports, cor- 
respondence, weekly bulletins, etc. The 
Purdue results indicate that if new men 
are carefully selected and given thor- 
ough grounding in prospecting and sell- 
ing techniques and are closely super- 
vised and helped in the field, the heavy, 
early termination rate can be greatly 
reduced. 


N. E. Mutual Field Leaders 
Organization Elects 


L. D. Crandon, Newark, has been 
elected president of New England Mu- 
tual’s Leaders Assn., top field organiza- 
tion. R. T. Willis, Manchester, leading 
producer in New Hampshire, is the new 
vice-president; O. P. Jacobsen, New 
York-Huppeler, secretary, and B. H. 
Micou, treasurer. 

The executive committee includes the 
officers and W. F. Scarborough, Phila- 
delphia; G. N. Bearden, Los Angeles- 
Hays & Bradstreet, and R. C. Newman, 
St. Louis, immediate past president. 

This year 156 agents qualified for 
membership in the organization, the 
largest number in its 17-year history. 





D. P. Cahill 








Downey Hits Exam “Ponies” 


Commissioner Downey has issued a 
bulletin scoring certain publishers, 
teachers and company representatives 
who he charges have tried to insure 
that agents will pass the California li- 
censing examinations by distributing 
verbatim copies of examination ques- 
tions. The commissioner says that a 
great many of those who endeavor to 
pass the exams by memorizing 
these questions and answers fail be- 
cause the books from which they 
studied gave- incorrect answers and 
because the examinations have been 
changed wherever publication of an- 
swers has come to be known to the de- 
partment. He warned that any insurer 
found to be using such unfair megns of 
instructing its agents will lose the right 
to secure certificates of convenience and 
action may be taken to suspend the 
company’s certificate of authority. 











Hore area the leaders 


THE MUTUAL BENEFIT’S 
OF GENERAL AGENTS 


OF 
ASSOCIATION 
FOR 


C.iaxinc their recent highly successful meeting 
at Boca Raton, Association members elected the follow- 


ing officers to direct their activities for the year. 


PRESIDENT 


RALEIGH 


Grand 


VICE-PRESIDENT 
FRANK C. HUGHES 
Milwaukee 


DIRECTORS 


Charles E. Brewer Jr., Charlotte 
Paul W. Cook, Chicago 

John A. Erskine, Rochester 
Clay Hamlin, Buffalo 

Fern Haselton, Boston 


Paul D. Stone, Spokane 


Tue Muruat Benerir Lire Insurance Co. 


Organized in 1845 


1948 


R. STOTZ 


Rapids 


SECRETARY-TREASURER 
ROBERT L. FOREMAN 
Atlanta 


Alex M. Knapp, Baltimore 
John H. Leaver, St. Louis 
Thomas Murrell, San Francisco 
C. Carroll Otto, Detroit 

Bruce Parsons, Chicago 


Newark, New Jersey 
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HILADELPHIA 


Established 1906 


WM. ELLIOTT, President 
B. S. BALCH, Superintendent of Agencies 
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Management Conference at 
French Lick Draws 150 


About 150 agency heads from Indiana, 
Ohio, Michigan and Illinois, attended 
the annual midwest management confer- 
ence at French Lick, Ind., enjoying a 





W. J. Nenner 


W. T. Earls 


two-day meeting addressed by leaders 
who were doing the things they talked 
on. Adding to the success of the occa- 
sion were perfect weather and the ex- 
cellent French Lick golf course. 

C. B. Metzger, director of training, 
Equitable Society, stressed the impor- 
tance of training men to sell rather than 
just teaching them about the life insur- 
ance business. One thing Equitable is 
doing on a large scale is to train the 
trainers how to train, the objective be- 
ing improvement of each phase of train- 
ing and keeping the process continuous. 
He said emphasis with Equitable has 
changed from quantity to quality and 
that in 1947 more Equitable agents qual- 
ified for club membership and com- 
pleted more courses than in any previ- 
ous year. 

Equitable is in the process of decen- 
tralizing its field operations, making 
agency territories smaller, and this calls 
for many new men. He said that Equit- 
able has appointed 44 new managers in 
the last two years, all from the train- 
ing program. He likened the Equitable 
training process to a seven-tier pyramid, 
the bottom being the preparation for the 
state license and the top being the 
C.L.U. designation. However, he said 
the most important thing is the cement 
between the layers, which is the train- 


ing given by the unit managers. He said 
that 50% of Equitable insurance is 
bought on the settlement option basis. 
Men are encouraged to write group but 
business insurance and tax cases are re- 
stricted to those qualified to handle 
them. The company supports. the 
C.L.U. program. 

W. J. Nenner, general agent Penn 
Mutual, Cleveland, whose agency ranks 
second in the company in new organiza- 
tion and number of new men taken on 
in March was formerly at the home of- 
fice and consequently felt particularly 
“on the spot” when he started as the 
head of his own agency. Mr. Nenner 
advised having an agent sell in only one 
market at a time. He starts all his 
agents selling retirement income, saying 
that if they can’t sell that they can’t sell 
anything. 

Every Monday night in the Nenner 
agency is reserved for calling up pros- 
pects, this having been found the best 
time to find them home. Another fea- 
ture is running a class in personal budg- 
eting for agents, since many good men 
lose out because they cannot manage 
their own finances. He said it is essen- 
tial to make a man want to learn rather 
than feeling he has to learn. 


Earls Has Balanced Program 


Wiliam T. Earls, Connecticut Mutual, 
Cincinnati, discussed the training of the 
agent after his newness wears off. The 
agency sells as strongly as it can the 
idea that men should keep records and 
plan their day and is about 100% suc- 
cessful with all new men, Mr. Earls 
said. The agency uses a balanced pro- 
gram of action score-card on which the 
men record their activities. All phases 
of the selling job are taken into consid- 
eration and there are 15 assignments 
considered to be important. 

The objective is for completion of 10 
of the 15 objectives for at least 10 days 
during the month. This score-card is 
a check on prospecting efforts, calling 
on new prospects, and closing interviews 
of all new men. The agency has found 
it to be the greatest tool it has come 
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across in checking the progress of new 
men once the initial training is over 
with. 

The agency also watches new men’s 
submission of lists for use with the com- 
pany’s direct mail plan. Joint work is 
done on any advanced underwriting case 
that may develop, with all the business 
being placed in the man’s name. The 
agency makes no preliminary calls, 





H. W. Persons 


R. R. Stotz 


package sales calls, or simple program- 
ming sales with any new men. : 

Mr. Earls stresses interesting, stimu- 
lating agency meetings even though 
they involve a lot of work for him. 
Most agents don’t like to study and he 
feels it is the general agent’s responsi- 
bility to get trends of the business and 
tax changes before the agents as soon 
as they occur. In addition he tries to 
have at least two new, hot usable sales 
ideas at each meeting, which are spaced 
every two weeks. : 

Also, at each meeting there is a dem- 
onstration of some type of approach by 
one of the new men, on social security 
or simple programming, salary savings 
or business insurance, and the like. Then 
there is a criticism of his approach by 
the other agents. é 

Mr. Earls follows the “open door” 
policy in his office for sales help in any 
case. No matter how busy the general 
agent may be everything stops if he is 
called on to try to dig up a solution to 
a situation that might result in a sale for 
any one of the men. 

Raleigh R. Stotz, Mutual Benefit Life, 
Grand Rapids, stressed the importance 
of having the right kind of agent, since 
otherwise there is little that can be done 
to make him successful. Mr. Stotz never 

(CONTINUED ON PAGE 15) 





| 


Year Ending 


way Cl ee 5; 33,000,000 


Security Since 1901 








1939 ES. EE (( $137,000,000 


Insurance In Force 





GUARANTEE MUTUAL LIFE CO. 


Over 100,000 PoLticryowNers 


An Organization You Can Proudly and Profitably Represent. — Ask Us to Show You! 


“Now Here’s Really 
Something!” 


‘Just study this Guarantee Mutual Life progress chart. Only 
one thing can account for such steady, consistent progress, — 
that’s a happy combination of a prosperous, contented sales- 
force backed by an alert, progressive management.” 


“We've always wanted to be associated with such a company. 
Let’s see what they can offer us!” 


$51,000,000 


OmauHa, NEBRASKA 
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Reprints of in Force 
Rankings Are Available 


Reprints of the 1948 ranking of 
life insurance companies by insur- 
ance in force which appeared in last 
week’s issue of The National Under- 
writer are available in folder form. 
Prices are 25, $1.50; 50, $2.50; 100, 
$4.75; 250, $11.25; 500, $17.50; 
1,000, $27.50. Either order direct or 
send for sample. Address National 
Underwriter, 420 East Fourth 
street, Cincinnati 2, O. 





Meredith Treats Stiffening 
Trend in Mortgage Field 


Addressing the Texas Mortgage Bank- 
ers Assn. at Galveston, L. Douglas 
Meredith, executive vice-president of 
National Life of Vermont, said that $12 
billion is available for investment in 
mortgage and security funds in 1948 as 
compared with potential demand for $14 
billion. He explained that this has led 
to a stiffening of interest rates. If a rate 
of interest prevails which will stimul- 
late additional savings and _ restrain 
amounts borrowed, an ample supply of 
capital funds could be made availabie to 
finance housing during the year, he said, 
He indicated that a moderate readjust- 
ment in interest rates would serve as a 
restraint upon inflation, saying, “It is 
doubtful that the public acclaim of low 
interest rates would have been so loud 
if the public fully understood the real 
consequences of the low interest rate 
policy which has resulted in a reduc- 
tion of the value of the dollar by almost 
50% and has constituted the most vi- 
cious hidden tax imposed in the history 
of this nation.” 

Mr. Meredith declared that failure to 
take a realistic view of interest rates 
has given rise to a clamor for enlarged 
government facilities to provide a sec- 
ondary market for loans bearing a rate 
of interest below the market. Such a 
market would add to inflationary forces 
and would represent an intrusion into 
the mortgage lending field which could 
not be taken lightly. 


Polisher, Shattuck on Card 
of Boston Estate Seminar 


The Boston Life Insurance & Trust 
Council at its estate planning seminar 
May 11 at the Copley Plaza will have as 
speakers Edward N. Polisher of Phila- 
delphia in the morning and, following 
the luncheon, Mayo A. Shattuck, Bos- 
ton lawyer and authority on estate and 
tax planning. 

Mr. Polisher, a tax specialist, has lec- 
tured on taxation at the Dickinson law 
school at Philadelphia and the Institute 
of Federal Taxation at New York Uni- 
versity and Penn State College. He is 
the author of “Estate Planning & Es- 
tate Tax Saving,” a new edition of which 
will be available shortly. 

Mr. Shattuck, author of a new book, 
“An Estate Planner’s Hand-Book,” has 
been practicing law in Boston since 
1923. Simon D. Weissman, Equitable 
Society, Boston, is chairman of the com- 
mittee in charge. 


Fla. State Meet May 28-29 


The annual meeting of Florida Assn. 
of Accident & Health Underwriters will 








be held at Miami May 28-29. There will: 


be a sales congress and_ interesting 
speakers, as well as a program of enter- 
tainment. Florjda expects to boost its 
membership materially before and dur- 
ing this meeting. 


Working Out Medical Plan 


NASHVILLE—The house of. dele- 
gates of Tennessee State Medical Assn. 
in session here is working out a plan 
for prepaid medical care for low income 
groups. It will be similar to that now 
in effect in 33 other states, according to 
Dr. H. W. Qualls of Memphis, president- 
elect of the association. 
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Suggests Subsidy as Lesser 
Evil Than Public Housing 


Opposing extended public housing, 
F. J. Eberle, vice-president in charge of 
mortgage loans for Connecticut Mutual, 
told the Connecticut Assn. of Real Es- 
tate Boards in Hartford that if it is a 
choice between public housing or sub- 
sidy he would suggest that subsidy to 
private builders be considered, with all 
necessary controls so that part or all of 
the subsidy be returned in the form of 
reduced rentals. 

Mentioning that in past weeks there 
has been much discussion and agitation 
for greatly extended public housing, Mr. 
Eberle said he would very much dislike 
to see such an extension, first because 
a large volume of new public housing 
would take part of the building mechan- 
ics who might otherwise be working on 
private construction and also, if there 
is a way that private industry can build 
well constructed and permanent rental 
housing with insurance against large 
principal loss over a period of years, 
these interests will continue to build 
within the limits of the labor and ma- 
terials available. 





Must Bargain on Pensions 

National labor relations ‘board has 
ruled that the Taft-Hartley law requires 
employers to bargain on pension or re- 
tirement plans if employes request them 
to do so. 


Speakers for Kan. Congress 


The Kansas Life Underwriters Assn. 
annual meeting May 14 at the American 
Legion-Bisonte hotel at Hutchinson will 
start off with a board of directors meet- 
ing, following a luncheon meeting of the 
Kansas Leaders Round Table and 
C.L.U. at which Grant Taggart, Califor- 
nia-Western States, Cowley, Wyo., will 
speak. Following the board meeting 
there will be the annual business meet- 
ing. That evening the general agents 
and managers dinner will take place. 

May 15 there will be the annual sales 
congress at the Fox theater, speakers 
being L. Mortimer Buckley, New Eng- 
land Mutual, Dallas; Glenn Drake, Chi- 
cago, founder of Glenn Drake Schools 
for Personality Development; Rev. F 
W. Condit, Parsons, Kan., who will 
speak at the luncheon; Mr. Taggart; W. 
R. Jenkins, vice-president Northwestern 
National Life. R. T. Wright, Provident 
Mutual, Lawrence, Kan., candidate for 
N.A.L.U. trustee will be introduced. 





Robert E. Logan, assistant manager 
of the Darby, Pa., district office of Pru- 
dential for the last 21 years, received 
from S. E. Roberts, regional manager, 
his credentials as a member of Pruden- 
tial’s “Old Guard” on his 35th anniver- 
sary with the company. 

Ralph G. Engelsman, general agent of 
Penn Mutual, has been named chairman 
of the Life Underwriters Training Coun- 
cil course committee in New York City. 
The committee will meet April 27. 








Supreme Court to Hear 
Zazove Case Next Week 


WASHINGTON—The Zazove 
case, the outcome of which if 
successful for the plaintiff, might 
bankrupt National Service life in- 
surance, has been set for argument 
before the U. S. Supreme Court 
during the coming week and will 
probably be heard early in the 
week, If the contention of Mrs. 
Tillie Zazove is correct, as the 
federal circuit court of appeals in 
Chicago held, it would mean that 
many NSLI beneficiaries would be 
entitled to receive the full face of 
the policy every 10 years. 











Pension Expert 


W. B. Ferguson, 
whose appointment 
as agency assistant in 
charge of the Massa- 
chusetts Mutual 
Life’s pension trust 
promotional an d 
sales activities was 
announced in last 
week’s issue, was in 
the navy during the 
war and attained the 
rank of lieutenant- 
commander. He has 
been with Massachu- 
setts Mutual since 
1938 except for his 
naval service. 





W. B. Ferguson 








tional $10,000 in cash in 1968. 


@ HEALTH BENEFITS — $200 
monthly beginning 30 days 


from sickness. 

@ IMMEDIATE ACCIDENT BENEFITS 
—$200 monthly from first day 
of total disability from accident. 
@ IMMEDIATE HOSPITAL BENEFITS 
t —$200 monthly for three 
months from first day of total 
disability either by sickness or 








The Ideal Policy for the BUSINESS MAN 


A TRIPLE INDEMNITY Life Expectancy Term Contract 
MAXIMUM protection for MINIMUM cost during the most 
Productive years of life. Provides protection during a term of 
years equal to the expectation of life. 

CONVERTIBLE without medical examination at any time pre- 

vious to FIVE YEARS before expiration of the policy. 

IN EVENT OF DEATH WITHIN 20 YEARS ic will pay the family $100 

monthly and $10,000 in cash in 1968. 

IN EVENT OF ANY FATAL ACCIDENT it will pay the family $10,000 

in cash immediately, p/vs $100 monthly until 1968, plus an addi- 

tional $10,000 in cash in 1968. 

IN EVENT OF CERTAIN FATAL ACCIDENTS it will pay the family $20,000 

in cash immediately, p/us $100 monthly until 1968, blus an addi- 


“from date of total disability 





For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


accident, for hospitalization or 
nurse care. 

@ CASH VALUE — a feature not 
usually included in term 
policies. 

@ WAIVER OF PREMIUM— if totally 
and permanently disabled from 
any accident or sickness prior 
to age 60. Disability which has 
existed six months will be con- 
sidered as permanent. 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire | 








XUM 








Dallas-Houston Insurance 
‘Phone Directory Ready 


Copies of the 1948 Dallas-Houston 
Insurance Telephone Directory are be- 
ing distributed to local offices by the 
National Underwriter Company _ this 
week. The 60-page book lists the fire, 
casualty and life offices for the two 
leading Texas cities with their phone 
numbers. It is one of similar books 
published by THe NationAL UNDER- 
WRITER for Baltimore-Washington, Bos- 
ton, Chicago, Detroit, Philadelphia and 
Pittsburgh, which are a useful and handy 
reference. Additional copies may: be ob- 
tained at a cost of $1 each from either 
the Dallas or Cincinnati offices of the 
publishers. 





Swiss Management Experts 
Visit Metropolitan Life 


A group of 17 Swiss industrialists and 
management specialists, visiting the 
United States for the study of scientific 
management practices, began a month’s 
tour of American business and manufac- 
turing organizations with an_ initial 
session at ‘Metropolitan Life. The delega- 
tion, which comprises the Swiss com- 
mittee for scientific management, ar- 


rived in the United States the previous 
day aboard the “Queen Mary.” 

The subjects covered Wednesday at 
Metropolitan included illustrations of the 
activities of American business in be- 
half of employe health and the inter- 
change between companies of safety and 
management information, and an exhibit 
of personnel administration. Later a 
motion picture deseribing the over-all 
operation of Metropolitan was shown. 


$36 Billion Error 


Through a transposition of figures, 
the total insurance in force for all 
classes printed in last week‘s issue at the 
end of the ranking of life companies by 
insurance force showed up as $240,569,- 
322,348. The correct amount was $204,- 
569,322,348. The respective totals for 
ordinary, industrial and group, appear- 
ing just above the grand totals, were 
correct and any one who was astounded 
at the phenomenal increase from the to- 
tal of $186,697,200,740 a year earlier 
could have quickly computed the cor- 
rect grand total as of Dec. 31, 1947. 





New York Life has bought the new 
Cadillac sales and service agency build- 
ing in Chicago from General Motors 
and re-leased it to the company. for a 
term of years on a net rental basis. 








“I just knew a Bankerslifeman would come down here as soon 
as someone invented a pen that would write under wrater!” 


Bankerslifemen Really 
Get Around 


Wherever there are real insurance prospects you'll find that 
Bankerslifemen have a habit of finding them, even though we 
do not know of one who has yet gone after mermaids. 


The realization that you have to keep prospecting with full 
intelligence if you are to be a success in the business is learned 
early by Bankerslifemen. That is just a part of the thorough 
training they receive. This training starts in their own agencies 
from their first days with the Company and continues through 
Home Office directed field and school training during the first 


three years in the business. 


Intelligent prospecting is just one of the results of this train- 
ing program which makes Bankerslifemen the kind of under- 
writers you like to know as friends, fellow workers or com- 


petitors. 
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EDITORIAL COMMENT 





Income Taxation of Proceeds 


It is unfortunate that the N.A.L.U. 
national council’s midyear meeting dis- 
cussion of the possibility of taxing the 
interest increment in proceeds paid un- 
der options did not bring out in greater 
detail the dollars and cents effect on 
beneficiaries of various levels of afflu- 
ence, 

There was prolonged discussion as to 
whether the N.A.L.U. committee on fed- 
eral law and legislation should be em- 
powered to acquiesce in the Treasury’s 
demand that the interest increment 
should be taxed on the same basis as an- 
nuities, in return for which the Treasury 
would agree to favor legislation remov- 
ing the payment-of-premiums test that 
now prevents life insurance from being 
given away like other property, and to 
the taxation of annuities on a life ex- 
pectancy basis, both of which changes 
the N.A.L.U. strongly favors. The dis- 
cussion, as was entirely proper, centered 
on the principles involved: Can life in- 
surance logically take the position that 
the present tax-free status of payments 
made under options is justifiable on the 
basis of the great social good which life 
insurance does? or, on the other hand, 
is it inconsistent for life insurance to 
ask the Treasury to go along on the 
payment-of-premiums test and the taxa- 
tion of annuities change while refusing 
to concede that if it is proper to tax 
annuities on a life expectancy basis it is 
equally proper to tax proceeds paid on 
an income basis in the same way? 
There was also considerable discussion 
of whether, regardless of the foregoing 
considerations, the N.A.L.U. has any 
right to speak for the nation’s policy- 
holders in a matter that might result in 
any of their present rights or privileges 
being abrogated. This last is a very 
touchy point. With the wrong kind of 
publicity the insurance buying public 
might readily get the idea that the in- 
terests of the general run of policy- 
holders were being traded away by the 
organized agents in return for the other 
two changes, which would make life in- 
surance and annuities much more popu- 
lar with wealthy buyers. 

Even though the ways and means com- 
mittee has rejected the proposal to tax 
proceeds there is need for a better 
understanding of the practical effect of 
taxing proceeds on the life expectancy 
basis that is proposed for annuities. It 
is important to know whether income 
taxation of proceeds would affect the 
rank and file of beneficiaries to any great 
extent or whether it would involve only 
those in roughly the same econemic 
stratum as the annuitants and those af- 


fected by the payment-of-premium es- 
tate-tax test. It is true that in the na- 
tional council discussion E. L. Reiley, 
general agent of Mutual Benefit Life at 
Philadelphia, made the point that ordi- 
narily it would take about $50,000 of 
proceeds to result in any income tax 
being paid and that any widow who left 
that much insurance should pay some 
income tax. However, that was about 
all that was said to bring out the prac- 
tical effect of the proposed change. How 
this would work out can best be seen by 
taking the results at different ages at 


which a beneficiary would begin receiv- 
ing income due to an insured’s death. 


The table below is based on $1,000 of 


proceeds. 
Ex- Tax- Report- 

Age pectancy free Income able 
40 $38.28 $26.10 $42.24 $16.14 
45 33.86 29.50 45.60 16.10 
50 29.61 33.80 49.80 16.00 
55 25.56 39:10 54.84 15.74 
60 21.75 46.00 61.20 15.20 
65 18.22 55.20 69.48 14.28 
70 15.01 66.60 80.52 13.92 
75 12.14 82.30 95.04 12.74 


The table shows how the life expec- 
tancy basis would work out under as- 
sumptions which are unfavorable in that 
they are based on female lives on the 
1937 standard annuity table rated down 
six years, which produces about the 
greatest life expectancy of any table in 
general use, thereby reducing the amount 
received tax-free each year. The first 
column shows the various ages of bene- 
ficiary at time of the insured’s death, 
the second shows the life expectancy on 
the basis just mentioned, the third col- 
umn is the result of dividing $1,000 of 
face amount by the life expectancy, the 
fourth column shows the annual income 
per $1,000 of proceeds for a representa- 
tive company on the straight annuity 
basis, with no years-certain and the last 
column shows the difference between 
the two columns or the amount per 
$1,000 of proceeds that would be in- 
cludible as income. 

It is apparent that a widow age 40, 
without dependents and without other 
income could have some $37,000 of pro- 
ceeds left to her and not ever have to 
pay any income tax on it, her income 
being about $1,600 a year. If she started 
receiving the proceeds between 55 and 
60, she could have about $40,000 with- 
out tax and a correspondingly greater 
amount at older starting ages. Under 
the same circumstances, if she started 
receiving the income at age 50, she 
would get a little over $1,700, while at 
age 60, it would exceed $2,400 a year 
tax-free. Tending to offset the lower 
tax free incomes receivable at the young- 
er starting ages is the fact that at the 


younger ages there would more likely be 
dependent children and each: of these 
would add a $600 exemption, in effect 
multiplying the amount of insurance 
that would be free from tax during the 
period of dependency. 

Under inflationary conditions which 
may continue or recur, these incomes, 
particularly if reduced by the years-cer- 
tain basis to provide income for the 
children in the event of the mother’s 
death, do not spell out affluence. We 
believe there is ample social justifica- 
tion for leaving the income tax law the 
way it is as regards proceeds, which 
means entirely tax-free except for the 
interest-only option. 

However, the figures do indicate that 
income taxation on the life expectancy 
basis would not affect the general run 
of policyholders. Despite the valiant ef- 
forts of the field forces, it is sad but 
true that only a small percentage of 
policyholders have life insurance estates 
large enough to make the income on 
them taxable under the life expectancy 
proposal. Hence, it seems as if the de- 


bate should not bring in the rank and: 


file of policyholders at all but should 
only deal with those of the economic 
level that would be affected. There is no 
doubt that an excellent case can be 
made out for income tax exemption of 
even the top-bracket policyholders. 
There is no inconsistency in insisting on 
the favored status of life insurance. The 


$40,000 specific exemption for life jp. 
surance, which was in the estate tax law 
for years, lost out only after a deter. 
mined battle to save it. 

If it should prove true that the life 
expectancy basis for taxing annuities 
cannot be had except by applying the 
same basis to policy proceeds there 
might possibly be a net advantage, con- 
sidering that many policyholders whose 
proceeds would be taxed would also be 
helped if they lived and converted their 
cash values to annuities. 

At any rate, while every possible ef- 
fort should be made to retain the pres- 
ent tax-free status of proceeds paid 
under options it seems clear that the 
effect in the business and among the 
public will be better if it is generally 
understood that all three proposed 
changes involve only a relatively small 
percentage of substantial policyholders 
and annuitants. Otherwise there is dan- 
ger that the great mass of policyholders 
who would not be affected at all will 
get the idea that they are being deprived 
of substantial rights. 

Incidentally, the proposal that was 
advanced by the Treasury would per- 
mit the continued recovery of the tax- 
free portion even after the recipient had 
reached her life expectancy. This is ob- 
viously the only fair way of handling 
such situations, for it equalizes in the 
aggregate the amounts recovered tax 
free by all recipients. 








PERSONAL SIDE OF THE BUSINESS 





Frank J. DeFarrari, whose appoint- 
ment as assistant treasurer of Mutual 
Life was reported in last week’s issue, 





F. J. DeFerrari A. R. Melley 


has been with the company since 1917 
and has been superintendent of the 
cashier’s division since 1945. Arthur R. 
Melley, who has been advanced to cash- 
ier, joined the company in 1931 and 
has been an administrative assistant 
since 1946. He is president of the Mu- 
tual Life’s home office employes’ or- 
ganization. 


George L. Schomburg, assistant man- 
ager of the S. A. Kent agency of Pru- 
dential, Chicago, was honored at a 
luncheon last week upon his 25th anni- 
versary with that company. He was 
presented by Manager Kent an Old 
Guard locket, and also a gift from the 


office staff. Mr. Schomburg started in 
the business in Chicago with the late 
Jesse E. Smith, who headed the branch 
before Manager Kent took charge. It 
was reported the Kent agency in the 
first three months this year had led the 
company in percentage of production to 
allotment for the. midwestern region. 
E. Richard Turpin, of the field train- 
ing division of Prudential, attended, be- 
ing en route to Long Beach, Cal. 
where he becomes assistant manager. 
Mr. Turpin was a speaker at the Chi- 
cago sales congress while in Chicago. 


M. E. O’Brien, regional manager at 
Detroit of Franklin Life, was honored 
at a dinner given by the Lansing branch 
in recognition of Mr. O’Brien’s having 
completed 50 years with the company. 
Regional agents were reported to have 
accounted for $1,074,000 in new business 
the past month. 


George Shaw, a former agent of Pru- 
dential at Chicago for 25 years, and his 
wife April 25 will celebrate their 60th 
wedding anniversary. They now reside 
at Evanston, Ill. Mr. Shaw retired in 
1930. A son, V. L. Shaw, is loss super- 
intendent for London & Lancashire's 
western department in Chicago. 


Carl W. Burrows of Kitchener, Ont., 
who led Occidental’s field force in 1947 
in paid volume, was honored at a lunch- 
eon given by executives at the home 
office. He also led the field in 1946, his 
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second year in the business. His av- 
erage size policy for the last two years 
was more than $19,000. 


Arrangements have been made _ for 
two Koreans to receive on-the-job train- 
ing at the head office of United States 
Life. They are Koo Sung Hoy, 38-year- 
old chief of the life insurance section 
of the U. S. military governmert in 
Korea, and Kim Eui Chang, who is 
chief of the Postal Deposit & Insurance 
Bureau, Department of Communica- 
tions. 

G. M. Hughes, who before the war 
was with Mutual Life at Boston, and 
is now adviser to the insurance section 
of the department of finance in Korea, 
made the trip possible for Hoy, while 
sponsor of Chang’s trip is Capt. Charles 
F. Martin, who served as adviser to 
the Insurance Bureau, Department of 
Communications, until he returned to 
the U. S. in February. 

Fidelity Mutual Life celebrated on 
April 5 President E. A. Roberts’ fifth 
anniversary with 
the company. Upon 
his arrival at the 
office, representa- 
tives from each de- 
partment  present- 
ed him a letter 
mentioning some 
special achieve- 
ment of Mr. Rob- 
erts’ which held 
particular interest 
for the department. 
The officers ten- 
dered him a lunch- 
eon at which R. F. 
Tull, senior vice- 
president, presented him a special fish- 





E. A. Roberts 


ing rod. A mass meeting of em- 
ployes followed the luncheon. Mr. 
Roberts, using the notes he_ had 


prepared five years ago for his first 
meeting with the home office people, re- 
cast that talk and then briefed the five 
years of association. His talk was pre- 
ceded by presentation of a giant “‘birth- 
day” cake. Following the meeting re- 
freshments were served and Mr. Rob- 
erts welcomed employes in his office, 
where the flowers and cards marking the 
good wishes of his associates were as- 
sembled. 

John Marshall Holcombe, Jr., manag- 
ing director of L.I.A.M.A., and Mrs. 
Holcombe have been on a tour of the 
Pacific Coast. While in San Francisco 
they were guests of H. J. Stewart, ex- 
ecutive vice-president of West Coast 
Life, and were escorted about the San 
Francisco Bay area’s interesting spots 
by Henry E. North, vice-president of 
Metropolitan Life, and ‘Mrs. North. 

William H. McCoy, associate general 
agent in Detroit for New England Mu- 
tual, recently returned from a Florida 
vacation. He hooked a 45-pound marlin 
off Miami Beach. 

Peter M. Fraser, president of Con- 
necticut Mutual, has been elected a di- 
rector of the Plume & Atwood Manu- 
facturing ‘Co. of Waterbury, ‘Conn., 
manufacturers of brass products. 


President S. E. McCreless of Ameri- 
can Hospital & Life was elected presi- 
dent of his class in the L.I.A.M.A. class 
at Coronado, Cal. 

James R. Curtis, president of National 
Security of Longview, has been ap- 
pointed honorary colonel in Texas. 


DEATHS 


Arthur A. Boyle, 55, superintendent of 
mortgage servicing for Mutual Life, 
died at Brooklyn after several months’ 
illness, Mr. Boyle had been since 1919 
in real estate and real estate law. He 
had been with Mutual Life since 1942. 

W. H. Lee, secretary of Afro-Ameri- 
can Life, died at Jacksonville, Fla., after 
a long illness. 

George M. Booker, Jr., 41, vice-presi- 
dent of Richmond Beneficial, died of 
cerebral hemorrhage at a Richmond hos- 
pital. Mr. Booker was a native of Rich- 
mond and a graduate of Virginia Union 











University. He joined the company as 
an agent and became vice-president a 
year ago. 

Clarence N. Leyendecker, 50, partner 
in the Leyendecker-Schnur agency of 
Guardian Life, New York City, died 
there after a prolonged illness. A na- 
tive of Brooklyn, Mr. Leyendecker en- 
tered life insurance in 1921 as an as- 
sistant office manager. He became a 
supervisor for Mutual Benefit in New 
York and associate general agent for 
Massachusetts Mutual. Mr. Leyendecker 
joined Guardian in 1934 when the agen- 
cy was established. This has been 
Guardian's top-ranking agency for many 
years. 

Merlin C. Remington, 53, assistant 
manager of Metropolitan Life at San 
Diego, died. 

Thomas S. Gates, trustee of Penn 
Mutual Life for 22 years and one of the 
most distinguished citizens of Phila- 
delphia, died. He was a financier, edu- 
cator and philanthropist. Following a 
financial career during which he became 
a partner in the firms of Drexel & Co. 
and J. P. Morgan & Co., he served for 
14 years as president of the University 
of Pennsylvania, and since 1944 has been 
chairman of its board. 

Waldemar Werber, 68, for 38 years a 
Washington insurance man, died. He 
had served at various times as cashier 
for Northwestern Mutual, general agent 
of Pacific Mutual, Federal Life of Chi- 
cago, and Massachusetts Accident. 

J. H. Birkenshaw, 56, assistant gen- 
eral manager Confederation Life, died 
suddenly in Moncton, New Brunswick. 
He had completed almost 35 years with 
the company. He started in the actu- 
arial department and, following three 
years war service, was appointed assist- 
ant actuary in 1922, associate actuary in 
1930, actuary in 1936, and assistant gen- 
eral manager in 1939. He was a fellow 
of both actuarial bodies and was active 
in other insurance organizations. 


Nat'l Fidelity Stars Meet 


Top producers of National Fidelity 
Life held a four day meeting in Chicago 
with company officers, the party num- 
bering about 80 in all. There was a 
business session the opening day fol- 
lowed by a luncheon at which J. D. 
Adam, Emporia, Kan., was installed as 
president of the president’s honor staff, 
the leading group of agents. C. 
Corbin, Watertown, S. D., is vice-presi- 
dent, and Paul Raymond, Manhattan, 
Kan., secretary-treasurer. 

Those from the home office included 
W. Ralph Jones, president and actuary; 
Bennett Taylor, agency vice-president; 
Kemp Wood, head of the A. & H. de- 
partment; Don Twelker, agency super- 
visor; Edwin Morrison, general coun- 
sel; Miss C. O. Willey, manager ac- 


tuarial department, and _Miss Laura 
Smith, manager underwriting depart- 
ment. The party made sightseeing 


tours of Chicago. 


Valuation Hearing May 5 

At its meeting May 5-6 at the New 
York City office of the New York de- 
partment the subcommittee of the N. A. 
I.C. committee on valuation of securities 
will have on its agenda the preparation 
of resolutions for inventory of stocks 
in the annual statements of insurers and 
the consideration of a method for valua- 
tion of preferred stocks to be proposed 
by the committee on preferred stock val- 
uation, a subcommittee of the Life In- 
surance Investment Research Commit- 
tee of the American Life Convention 
and the Life Insurance Assn. of Amer- 
ica. Representatives of the insurance 
industry will be heard May 5 at 10:30 
a.m. 


Dates for ‘49 N.A.L.U. 
Midyear Are March 22-26 








MIAMI BEACH — The National 
Assn. of Life Underwriters 1949 midyear 
meeting will be held here at the Fla- 
mingo hotel March 22-26. 
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Ling. Protection 
Reserve Loan Life's popular, practical forms of Jife 


insurance create Living Protection now and in the future, 
for policyowner or beneficiary. 


Reserve Loan Life's’ liberal accident, health, and 
hospitalization policies provide Living Protection in time 
of misfortune. 


Reserve Loan Life’s careful management and sound 
investment program assure Living Protection that goes 
on from one generation to the next. 


Reserve Loan Life’s field men, too, earn Living Pro- 
tection through sincere and consistent service in careers 
that bring security and success. 

So, Living Protection is more than just a name or 
phrase for the complete, adaptable insurance plans -ex- 
clusive with Reserve Loan Life. Living Protection is, 
indeed, an old friend to the tens of thousands of Reserve 
Loan Life’s policyowners and hundreds of successful 
underwriters. 


Living Protection for Individual, Family, or Group 


RESERVE LOAN LIFE 


INSURANCE COMPANY of TEXAS 


A Registered Policy Company Established 1897 


Over $136,000,000 Insurance in Force 
Dallas 2 


1201 Main Street 











NON-CANCELLABLE and 
GUARANTEED RENEWABLE 
HEALTH and ACCIDENT 
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LM Wi LIFE INSURANCE 
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INSURANCE ZCOMPANY 


WORCESTER» MASSACHUSETIS 


Is licensed and does business in the 48 states, the District of Columbia and Hawaii 
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On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a 
frontier town of 8,000 people. 


The 81 intervening years have witnessed the 
development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 


manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 











FACTS AND FIGURES THAT SPEAK 


NEW BUSINESS— 
in 1947 set a new Company record. In 1948, to date, 
new business is exceeding the '47 record. 


INSURANCE IN FORCE— 
wil pass the $200,000,000 mark within the next two 
months. 


ASSETS INCREASED, in 1947, to $52,496,051.03. 
SURPLUS INCREASED TO $3,441,401.03. 


MORE MEN are enrolled in training and retraining courses 
than ever before. New specialized schools on program- 
ming open in April. 


Indianapolis Life Insurance Company 


A Legal Reserve Mutual Company 
Organized in 1905 


Indianapolis 7, Indiana 


Some excellent cities open for general agencies—Toledo, Ohio; Evansville, Indiana; 
Davenport, lowa; Springfield, Illinois and other choice cities in Indiana, Illinois, Texas, 
Ohio, Minnesota, Michigan and lowa. 


EDWARD B. RAUB 
President 


A. H. KAHLER 
Vice President and Supt. of Agencies 











ACCIDENT AND HEALTH 





Ohio A. & H. Assn. 
Elects Swisher 


Ohio Assn. of Accident & Health 
Underwriters at its annual meeting at 
Columbus elected Harold F. Swisher, 
Mutual Benefit H. & A., Columbus, 
president; Charles U. Pugh, Loyal Pro- 
tective, Columbus, first vice-president; 
William A. Case, Inter-Ocean, Cincin- 
nati, second vice-president; Darwin L. 
Barnes, Toledo, third vice-president. 
W. R. Dignan, Cincinnati, retiring presi- 
dent, became chairman of the executive 
board, new members of which are Wil- 
liam A. Knight, Cleveland; Charles Al- 
lenbaugh, Akron; L. J. Erlsten, Canton, 
and Parker B. Arnett, Youngstown. 
Homer Trantham, Columbus, is execu- 
tive secretary and treasurer. 

At the morning session, over which 
H. H. Nunamaker, Columbian National, 
Cleveland, presided, R. H. Alkire, Busi- 
ness Men’s Assurance, Columbus, spoke 
on “Accident and Health Sales Ap- 
proach;” Darwin L. Barnes, General 
Accident, Toledo, discussed “Magic 
Formula Selling,” and Jay DeYoung, 
Continental Casualty, Chicago, “Looking 
Ahead.” 

Mr. Dignan presided at the luncheon, 
when Gilbert H. Knight of Cleveland, 
president National association, spoke on 
“Insuring Your Business.” He urged 
accident and health men to join the state 
and National associations as a means 
of “insuring their business.” 

Gov. Herbert, Fred L. Milligan, state 
director of commerce, Superintendent 
Shield and L. U. Jeffries, insurance de- 
partment warden, attended the luncheon. 
Mr. Herbert and Mr. Shield spoke, the 
latter urging organization to combat in- 
imical legislation. 

O. J. Breidenbaugh, executive secre- 
tary of the National association, installed 
the new officers, and later spoke on 
“From Dabbler to Sales Expert.” Parker 
B. Arnett, Inter-Ocean, Youngstown, 
spoke on “The Changing Panorama;” 
Spottswood W. Duke, Ohio State Life, 
Dayton, on “The Third Death” and 
James E. Powell, vice-president of 
Provident Life & Accident, on “Accident 
and Health Business is Big Business.” 





Elect at Cedar Rapids 


Cedar Rapids Assn. of Accident & 
Health Underwriters has elected Verdi 
F. Lenzen, Mutual Benefit H. & A,, 
president; Walter Fry, Occidental Life, 
vice-president, and Frank Frambes, 
Pacific Mutual Life, secretary. Ken- 
neth P. Quinn, Occidental Life, retiring 
president, becomes chairman of the ex- 
ecutive board.. 

L. L. Phelps, head of the commercial 
department of Great Northern Life, 
spoke Monday on field and home office 
relations, pointing out that building up 
better relations along that line would be 
beneficial on both sides, enabling the 
field men to write more and _ better 
business and making it easier for the 
company to handle that business. 





Local Association at Miami 


Miami Assn. of A. & H. Underwriters, 
to be affiliated with the Florida and Na- 
tional associations, has just been organ- 
ized. Officers elected are: Rice Gunn, 
president; Lynn Golden, vice-president: 
Charles G. Olsen, secretary; James T. 
Weakley, treasurer. 

The organization starts off with a 
membership of 22. President H. Barrett 
King of the Florida association presided 
at the organization meeting. 


R. R. Department Convention 


The railroad department of Pacific 
Mutual Life will hold its 60th anniver- 
sary convention June 28-30 at Hayward, 
Wis. Attendance will be limited to 50 
leading representatives of the depart- 
ment, on the basis of qualification in a 
six months’ production contest. Harold 





R. Gordon, managing director of Health 
& Accident Underwriters Conference, 
will speak. Present from the eastern 
railroad department at Chicago will be 
Manager T. J. O’Neil and Office Man- 
ager John Becker; from the home office, 
Manager E. Stanley Smith and Vice. 
president Cary Groton. 


Shaping Public Attitudes 
H. & A. Conference Theme 


The role of the individual company in 
shaping public attitudes toward accident 
and health insurance will be the general 
theme of the annual meeting of Health 
& Accident Underwriters Conference at 
the Fairmont Hotel, San Francisco, 
May 10-13. 

Advance registration indicates a rec- 
ord breaking attendance for this meet- 
ing, the first to be held on the west 
coast since the founding of the confer- 
ence in 1901. 

The public relations effect of policy 
values, underwriting and interpretation 
of policy provisions will be explored 
Wednesday afternoon, May 12. - J. 
Skutt, Mutual Benefit Health & Acci- 
dent, chairman conference committee, 
will speak on “Importance of Sound 
Policy Values.” The importance of un- 
derwriting in public relations will be dis- 
cussed by Walter G. Gastil, Los Ange- 
les manager of Connecticut General 
Life, and “Interpretation More Impor- 
tant Than the Terms,” by R. J. Wetter- 
lund, Washington National. The con- 
cluding speaker at that session will be 
E. J. Faulkner, Woodmen Accident, on 
“Building Goodwill Can Be Profitable.” 

Members of the convention committee 
include Harry J. Stewart, West Coast 
Life, chairman; R. H. Belknap, Occi- 
dental Life; Raymond L. Ellis, Fire- 
man’s Fund Indemnity; H. O. Fishback, 
Jr., Northern Life; Cary Groton, Pa- 
cific Mutual Life; C. W. Young, Mon- 
arch Life, and J. E. Scholefield, North 
American Life & Casualty. 


Policy Imprint Disapproved 

It is understood that the Illinois in- 
surance department has disapproved the 
practice of some A. & H. companies of 
imprinting applications and policy forms 
with a form of testimonial and ‘“‘A” rat- 
ing that is given by a commercial pub- 
lishing company. 


Walling Detroit Speaker 


Edward T. Walling, former educa- 
tional director of Reliance Life and now 
general agent of that company at De- 
troit, addressed the Detroit Accident & 
Health Association Tuesday on “Your 
Pay-Off in Personal Service to Policy- 
holders.” 














Mueller in San Francisco 


E. H. Mueller, Milwaukee, former 
president National Assn. of A. & H. 
Underwriters, addressed San Francisco 
Accident & Health Managers Club on 
“Benjamin Franklin.” 


Budds Is Hartford President 


J. Vincent Budds, General Accident, 
has been elected president of Hartford 
Assn. of Accident & Health Underwrit- 
ers. John H. Carey, Jr., Loyal Protec- 
tive, is vice-president, and Carl A. 
Buechner, National Casualty, secretary. 


Mass. UCD Bills Rejected 


The Massachusetts house has turned 
down a compulsory and also a voluntary 
plan of non-occupational cash sickness 
benefits. 


Young to Speak in N. Y. 


Clyde W. Young, president of Mon- 
arch Life, will address the Assn. of 
A. & H. Underwriters of New Wy Bs 

y 
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COMPANY MEN 


LIFE AGENCY CHANGES 





—_—_ 


Wheeler Director 
of Personnel 


C. Julian Wheeler, who on April 1 
was placed on the inactive list of the 
navy with the rank 
of rear admiral, has 
been appointed di- 
rector of personnel 
of State ‘Mutual 


Life. 

Admiral Wheeler, 
a native of Mobile, 
Ala., is a graduate 
of Annapolis. In 
1941 he was made 
commandant of the 
R.O.T.C. at Holy - 
Cross College, later 
forming a_ similar 
unit at Worcester 
Polytechnic Insti- 
tute. 

In 1942 he was assigned to the com- 
mand of the cruiser “Mobile,” which 
participated in many engagements while 
attached to the Pacific fleet, including 
the Tarawa, Kwajalein, and Mariannas 
operations. 


Has Distinguished Record 


In 1944, Admiral Wheeler was as- 
signed to duty as liaison officer on the 
staff of Admiral Sir Bruce Fraser, then 
in command of the British fleet in the 
Pacific. He was present on the U.S:S. 
“Missouri” at Japan’s surrender. Shortly 
thereafter he was assigned as a member 
of the United States naval mission to 
duty in Rio de Janeiro, as senior naval 
adviser of the Brazilian naval war col- 
lege, continuing until a few weeks ago. 
He is the recipient of several decora- 
tions, including the Legion of Merit with 
Combat V, Bronze Star medal, and com- 
mendation ribbon. He also: holds the 
rank of commander of the Order of the 
British Empire. 

For State Mutual the position of di- 
rector of personnel is a new one, result- 
ing from company growth. In assum- 
ing his duties, Admiral Wheeler will be 
responsible for the personnel policies of 
the company including the selection, 
training and organization of personnel 
now numbering over five hundred. 





C. J. Wheeler 





New England Names Harris 
Ass't Advertising Director 


Leighton G. Harris has been ap- 
pointed assistant director of advertising 
of New England Mutual Life. He has 
been with the company for six years. 

A graduate of Tufts College in 1937 
and an overseas army veteran, Mr. Har- 
ris is one of the youngest men ever to 
serve on the Tufts Alumni Council. He 
: a member of the Life Advertisers 
Assn. 


State Mutual Names 
Wells in Boston 


State Mutual Life has appointed Regi- 
nald D. Wells as general agent at Bos- 


ton, succeeding 
George F. Robjent 
who resigned on 


account of his 
health after nearly 
40 years of service. 

Mr. Wells, who 
was born in Akron, 
O., and graduated 
from Kenyon Col- 
lege, entered life 
insurance in 1926 
as an agent. 

In 1929 he mov- 
ed to Cleveland 
becoming agency 
organizer and later 
agency assistant. In 1934 he joined 
Prudential in Cleveland as assistant 
manager of the ordinary department 
and was transferred to Boston in 1945 
as manager of the ordinary agency 
there. He is a graduate of the L.I.A. 
M.A. agency management school, a di- 
rector of the Boston General Agents & 
Managers Assn., and also a member of 
the Boston Life Insurance & Trust 
Council. He is president of the Ken- 
yon Alumni Assn. of New England. 


Named by Nat'l Equity 

National Equity Life has appointed 
N. J. Woodland as regional manager 
for the southern 
half of Louisiana, 
with headquarters 
at Baton Rouge. 
Mr. Woodland en- 
tered life insurance 
in 1944 with Great 
Southern Life, re- 
maining until he 
joined National 
Equity last month. 
He has sold more 
than $1 million a 
year since entering 
the business, quali- 
fying for the Mil- 
lion Dollar Round 
Table for this year and the last two. 
Before taking up life insurance Mr. 
Woodland was a building contractor in 
Baton Rouge. 


Get Ill. Bankers in Fla. 


H. Barrett King, president of Florida 
Assn. of A. & H. Underwriters, and 
Charles G. Olsen, who operate the H. 
Barrett King Agency at Miami, have en- 
tered into a general agency contract 
with Illinois Bankers Life. They have 
opened offices in the Pan-American 
Bank building, Miami, and expect to 
open offices at Tampa, St. Petersburg, 





R. D. Wells 





N. J. Woodland 





Orlando and other Florida cities in the 
near future. The agency has been repre- 
senting World of Omaha. 


W. B. Bergund Promoted 


W.'B. Bergund has been promoted to 
district manager of the Santa Monica- 
West Los Angeles office of the Kellogg 
Van Winkle agency of Equitable Life at 
Los Angeles. He takes over a portion 
of the personnel of the Reid unit of the 
agency. Mr. Reid has been transferred 
to the San Fernando Valley unit and 
takes the remainder of his persgnnel 
with him. 





Davis Georgetown Manager 


Atlantic Coast Life has appointed 
John S. Davis manager at Georgetown, 
S. C., to succeed the late W. J. Miller. 
Mr. Davis has been with the company 
nine years. 


Opens San Diego Branch 


LOS ANGELES—Great-West Life 
has opened a branch at San Diego, Cal., 
with Raymond J. McMahon in charge. 

Mr. McMahon since return from the 
navy has been with Occidental Life. 


Continental Names Schusler 
Pittsburgh General Agent 

Carl H. Schusler, for eight years man- 
ager of the Continental Assurance 
branch at Pittsburgh, has resigned to 
head the newly formed life department 
of the Fred G. Schaeffer general insur- 
ance agency as general agent for Conti- 
nental Assurance in Pittsburgh. Walter 
H. Rohde, home office supervisor for 
Continental Assurance, succeeds Mr. 
Schusler at Pittsburgh. ; ; 

Mr. Schusler entered the business in 
1924, and for a number of years aver- 
aged a half million dollars a year in 
personal production. Much of his ac- 
tivity has been in the group, pension 
trust and key man field. ; : 

Mr. Rohde entered the business in 
1938. He has been in the central and 
southwestern territories as a Continen- 
tal Assurance supervisor. 


Seley Junction City G. A. 


Cedric E. Seley becomes general 
agent of General American Life at Junc- 
tion City, Kan. He has been with Py- 
ramid Life there. 


Hendricks Wichita Manager 


Earl R. Hendricks, formerly of De- 
wey, Okla., has been named district 
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manager of Jefferson Standard at 
Wichita, succeeding Grover N. Mon- 
roe, who was transferred to Beaumont, 
Tex. The Wichita territory includes 69 
western Kansas counties. 


Rundell, Lewis Appointed 


W. R. Rundeil becomes manager at 
Los Angeles for Northern Life of Se- 
attle July 1, and J. C. Lewis has been 
appointed manager at San Francisco. 
Mr. Rundell joined the company at San 
Diego in 1941. Mr. Lewis joined the 
Sacramento agency in 1944. 


Harold N. Howell has joined the J. 





G. Brock agency of United Benefit 
Life at Utica, N. Y., as field personnel 
director. 


Name Schwandt at Bismarck 
Herman Schwandt has been made 
manager at Bismarck, N. D., for North 
American Life & Casualty. He will 
cover the western half of the state. Mr. 
Schwandt formerly was a producer for 
the company at Willmar, Minn. f 


Shepherd Assistant Manager 

Henry J. Shepherd has been assistant 
manager for Virginia by Woodmen of 
the World Life of Omaha. 

















HEALTHY...WEALTHY... 
And WISE! 








HEALTH .. . Provident’s territory—the six northwestern 
states (Washington, Oregon, Montana, Minnesota, North and 
South Dakota) —is in the record book of your doctor as one 


of the healthiest sections of the country in which to live. 


WEALTH .. . Per capita income in this same area con- 


sistently exceeds the national average. 


WISE .. . It might be wise for you to check on some of 
the choice general agency opportunities existing today with 


a company known throughout this territory for its stability, 


fairness and cooperation. 


PROVIDENT 
LIFE INSURANCE 
Company 
BISMARCK, NORTH DAKOTA 


@ JOE DICKMAN e 
Agency Vice-President 
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Business Cover Is 


Congress Theme 


BOSTON—Development of business 
insurance was the theme of the annual 
New England sales congress sponsored 
by the Boston Life Underwriters Assn. 
which drew an attendance of 600. 

“The greatest opportunity for the life 
underwriter today is in the business 
field,’ H. P. ‘Gravengaard, editor 
Agent’s Diamond Life Bulletins, Cincin- 
nati, declared in a talk on “Our Respon- 
sibility to American Business.” “The 
greatest amount of business will come 
from business organizations. The op- 
portunity in this field is not only for 
experts ‘but every man in the field capa- 
ble of understanding and writing busi- 
ness insurance. Business insurance is 
here to stay and it brings with it a lot 
of personal business besides, and it is 
easiest to sell. Through it you can win 
the greatest respect of your client.” 

I. S. Kibrick, New York Life, Boston, 
told “Why Men Buy,” expounding 
his theory that this is because “they 
crave security for themselves and their 
loved ones and because it makes them 
happier to feel that they themselves 
have provided for their own. Men buy 
insurance because an insurance man 
brings that desire to the surface. To do 
it, an agent looks for the reasons that 
are often obvious and for reasons that 
are not so apparent but are easily found. 
Sometimes an insurance man feels rea- 
sons that are deeply hidden. Occasion- 
ally he feels that men buy life insurance 
for reasons that appear to be merely ex- 
cuses, sometimes funny, and sometimes 
fantastic.” He quoted examples of sell- 
ing from his own varied experiences. 

Gov. Bradford at the luncheon de- 
clared, “Life isurance goes forward and 
is strong in proportion to the growth 
of the country and healthy family life. 
The profession of life insurance is rep- 
resentative of good government, com- 
bats juvenile delinquency and is ac- 
cepted as a part of the American thrift 
program. If we had the same good un- 
derstanding in government that you 
have in your prospects I would have no 
fear for the future of the nation.” 

Graham A. Walter, Toronto, man- 
ager of Canada Life, talked on fear, de- 
claring, “Fear of failure keeps too many 
persons in a state of failure. Nothing 
was ever done by any man who didn’t 
have fear and who didn’t cast aside that 
fear. Life does not begin at 40 but the 
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very day you cast out fear.” 

H. Bruce Palmer, vice-president of 
Mutual Benefit, spoke on “Today’s 
Broadened Responsibilities,” and Ken. 
neth V. Robinson, Hartford, agent of 
New England Mutual, on “It’s Fun to 
be a General Practitioner”’. 


Wood and Dedman Talk 
at Los Angeles 


LOS ANGELES—“Exchange stars” 
of the northern California caravan of 
the San Francisco Life Underwriters 
Assn. held forth at a luncheon meeting 
of the local association here and pre- 
sented sales ideas that work. The two 
visitors were R. E. Wood, largest per- 
sonal producer on the Pacific Coast for 
Phoenix Mutual, and F. W. Dedman, 
general agent New England Mutual, 
Oakland. 

Mr. Dedman spoke on “Your Pros- 
pect’s Business Is Your Business,” say- 
ing the agent who has studied business 
life insurance only casually and doesn’t 
go into it fully leaves a trail of poor 
work; there is no short cut. 

Mr. Wood talking on “Today Is Your 
Yesterday of Tomorrow” cited the coun- 
try’s great growth and assured that the 
west would get its share. He said 4,050 
new businesses had come to California 
in 1947 and greater growth will occur. 
There will be higher insurance on the 
head of the family from now on and 
more insurance means more business in- 
surance. 

C. E. Cleeton, general agent Occi- 
dental Life, and trustee N.A.L.U., gave 
a short resume of the meeting held by 
the council at the Louisville convention, 
especially paying attention to the Gear- 
hart resolution. He also reported on 
mass selling and agents compensation, 


Richard Talks at Quincy 
on Selling to Farmers 


QUINCY, ILL.—Walter O. Richard, 
assistant general agent of John Han- 
cock at Peoria, talked at the monthly 
luncheon meeting of the Quincy asso- 
ciation on “How and Why I Sell Farm- 
ers Life Insurance.” He pointed out 
that one out of every four persons in 
this country lives on a farm and farming 
is the biggest and oldest business in the 
United States, with total farm income 
greater than combined payroll of all the 
factories. 

He said four “musts” for an agent 
each week are: (1) Spend three to four 
hours weekly in reading on life insur- 
ance; (2) organize each day’s work the 
night before; (3) spend eight to 10 
hours in the field selling every day; 
(4) obtain each week a minimum of 20 
well qualified new prospects. Mr. Rich- 
ard was introduced by Lowell Wood, 
Quincy, agent of John Hancock, and 
Fred Cox presided. 

Daniel P. Cahill, executive director 
Purdue life insurance marketing course. 
will speak May 6. 








N. J. Congress Speakers 

Principal speakers for the New Jer- 
sey State Life Underwriters Assn. an- 
nual sales congress at Asbury Park May 
13 will be Charles W. Campbell, New- 
ark manager of Prudential; David B. 
Fluegelman, Northwestern Mutual, New 
York City; John D. Moynahan, man- 
ager Metropolitan, Chicago, and R. R. 
Eoungbary, president Bankers National 
Life. 


Hold No. Ind. Congress 


Between 150 and 200 attended the 
northern Indiana sales congress spon- 
sored by South Bend Life Underwriters 
Assn. Members of the Elkhart and La- 
porte County associations were guests. 
Glenn W. Isgrig, Cincinnati manager o! 
Reliance Life, spoke on ‘“‘Let’s Put on 
a Good Show.” The luncheon program 
included a visual sales demonstration 
under the direction of Earl P. Tregilgus 
of the distributive education department 
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of Indiana University. He showed mo- 
tion pictures on “Modern Life Insurance 
Selling.” In the afternoon George A. 
Saas, Indianapolis advertising agency 
head, gave a sales promotion talk, “The 
13th Doughnut.” 





List Ore. Congress Speakers 


“Fundamentals in Life Underwriting” 
is the general topic for the sales con- 
gress of Life Underwriters Assn: of 
Oregon at Portland April 16. Verne C. 
Gilbert, Portland, is general chairman. 
At the morning session Gordon E. 
Crosby, Jr., of Seattle, speaks on “Pros- 
pecting’ and G. Nolan Bearden of Los 
Angeles on “Programming.” An open 
session will follow with A. H. Kahle of 
Seattle as moderator. 

Principal speakers at the afternoon 
session will be David S. Kamp of San 
Francisco and Grant Taggart of Cow- 
ley, Wyo., former N.A.L.U. president. 
Luncheon speakers will be Frank 
Brown, mayor of Lovell, Wyo., and 
Hugh S. Bell, Seattle. Frank B. Riley 
will give the address at the leaders’ ban- 
quet. 


Plan Round Table Banquet 


John W. Boyd, Connecticut General, 
nenly elected president of San Francisco 
Quarter Million Round Table, has ar- 
ranged for its first banquet to present 
credentials to qualifying members May 
14, Frank Marsh, executive vice-presi- 
dent of San Francisco Bay Area Coun- 
cil, will speak. 








Woodward to Be D. C. Speaker 


Donald Woodward, 2nd vice-president 


.Mutual Life, is scheduled to address the 


District of Columbia C.L.U. dinner at 
the Shoreham Hotel April 19, marking 
the 21st anniversary .of the founding 
of the American College of Life Un- 
derwriters. 





Kenosha, Wis.—Lawrence C. Jacobs, 
Connecticut Mutual Life, Kenosha, has 
been elected president of Racine-Keno- 
sha association to succed O. T. Carring- 
ton, Metropolitan Life, Racine. S. W. 
Grosskopf, Racine, is vice-president; 
Karl Crane, Old Line Life, Kenosha, sec- 
retary, and John Sorauf, Racine, treas- 
urer. The movie, “Search for Security,” 
was shown. 

Eau Claire, Wis.—W. S. Leighton, New 
York Life, Minneapolis, president of 
American Society of C. L. U., spoke at a 
luncheon meeting of the Chippewa Val- 
ley association on the C. L. U. movement, 
the course of study and the ethics of the 
business. 

Arnold Reseld, Bankers Life, Eau 
Claire, was elected president to succeed 
Frederick Scott, Metropolitan; T. J. Lit- 
scheim, vice-president; A. L. Martinson, 
Great Northern Life, secretary; Cy 
Manix, treasurer. 

Milwaukee — Frank L. McFarlane, 
Northwestern Mutual, Cleveland, spoke 
on “Work Habits and Time Control.” 
He emphasized the need of setting up a 
system that will enable the life man to 
have a steady flow of live prospects, 
selected with utmost care and screened 
to eliminate those without possibilities 
of becoming worthwhile clients. Five- 
minute talks were given by Alfred Kor- 
bel, Central Life of Iowa; Will Walker, 
Equitable of Iowa; Joseph Hinkes, 
Bankers Life, and Merrill Mial, Aetna 
Life. 

Parsons, Kan.—Bert A. Hedges, Busi- 
ness Men’s Assurance, Wichita, chair- 
man of the general agents and managers 
section of N. A. L. U., spoke. 


Wichita—A series of four life insur- 
ance forums was held with Don Mitchell, 
New York Life as moderator. “Estate 
Planning’ was directed by Elmer C. 
Moore, New York Life, member of the 
Million Dollar Round Table; “Selling 
Ordinary on the Debit,” by Paul L. Hill, 
Prudential; “Legal Aspects of the Life 
Underwriters’ Work,” by F. Robert 
Hawk, Security Mutual, and “Organiza- 
tion of Time,” by Orville R. Eby, Kansas 








INSURANCE SUPERVISOR 


Unusual op unity for ambitious clean-cut and aggres- 
i — with Accident and ith ind 


and expenses, 
age, qualifications and perenne 
ress P-84, National Underwriter, 175 

Bivd., Chieago 4, III. 


Ad- 


W. Jackson 
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City Life. 

San Antonfo—With the women’s divi- 
sion as guests and Jean Jones, presi- 
dent of that division, in charge of the 
program, W. N. Hensley, Bexar county 
district attorney, spoke on the ‘“Neces- 
sity of Life Insurance in a Democracy.” 
He said life insurance is the only means 
of saving and accumulating property 
under the existing conditions of high 
taxes and high cost of living and pre- 
sented life insurance as an ideological 
weapon through its recognition of the 
individual and its assurance for his se- 
curity. 

Wheeling, W. Va.—Neither war with 
Russia nor a depression as a result of 
the current boom is inevitable, Robert 
W. Osler, R. & R. Service, declared in 
speaking on “Shadows Are Sometimes 
Bigger.” 

Speakers at the first two classes in 
the special course, sponsored by the as- 
sociation were Edward M. Jacobs, as- 
sistant general agent of Massachusetts 
Mutual Life, and Edward I. Taylor, 
manager of Guardian Life. The third and 
final speaker is yet to be announced. 

Cincinnati—D. B. Fluegelman, North- 
western Mutual, New York City, a mem- 
ber of the million dollar round table and 
a trustee of the National association, will 
tell how to sell simple business insur- 
ance cases at a meeting April 16. 


~ MANAGERS 


N. Y. Managers on May 5 
Study Public Approval 


“Building Public Approval Through 
Understanding” is these of the meeting 
of Life Managers Assn. of Greater New 
York on May 5. The program will be- 
gin with a luncheon and conclude with 
cocktails. Speakers will be Glenn Gris- 
wold, editor of “Public Relations News;” 
Holgar J. Johnson, president of the In- 
stitute of Life Insurance, and several 
members of his staff. 














Hear Federal Reserve Man 


The Springfield, Ill., managers’ asso- 
ciation heard a talk by J. K. Langum, 
vice-president of the Federal. Reserve 
Bank of Chicago, in which he said that 
an increase in production or a decrease 
in buying by the public offers no feas- 
ible means of solving the inflation prob- 
lem. He said that full employment at 
present makes it impossible to increase 
production to any significant extent 
while attempts to force a lessened use 
of goods will not work because they run 
counter to human nature. He suggested 
as a partial solution good money man- 
agement systems for both private and 
governmental finance organizations. He 
said the government should not splurge 
on every program that comes along but 
should settle down to a planned budget. 





Hay to Review Long Service 


Gorden Hay, Mutual Life, who started 
with the company as an office boy 40 
years ago, will speak at the April 19 
luncheon meeting of San Francisco Gen1 
eral Agents & Managers Assn., review- 
ing his many years of service in the 
business there. 


Banker L. A. Speaker 


C. C. Jamison, manager of the re- 
search department of Security-First Na- 
tional Bank of Los Angeles, talked be- 
fore Life Insurance Managers Assn. 
there. 

Gerald A. Eubanks, manager of the 
downtown New York office of Pruden- 
tial, spoke briefly. The association’s 
annual play day date was tentatively 
announced as May 17. 








Louisville Meeting Reviewed 


At the April meeting of Utah Life 
Managers Assn. at Salt Lake City, Jack 
W. Lawrence, Prudential, reviewed the 
mid-year meeting of the N.A.L.U. man- 
agers’ section at Louisville. He out- 
lined the tests suggested by L.I.A.M.A. 
for new managers and supervisors and 
five new tests for agents. 
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THE COMPLETE PICTURE 
= SOLVES THE PUZZLE 


I 





The client who sees the whole picture 
understands the full value of his Life In- 
surance program and each part thereof. 
He naturally becomes a more enthusiastic 
buyer of Life Insurance and his purchases 
are usually for larger amounts. 


Today, 81% of our foremost underwriters 
effectively demonstrate the “complete pic- 
ture” with Fidelity’s Personal Estate 
Plans. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 

















THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS: ... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

Complete line of Life Insurance policy contracts from birth to age 65 with 
full death benefit from age 0 on juvenile policy contracts. 

Complete line of Accident and Health policy contracts with lifetime benefits. 
Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 

@ Complete substandard facilities. 

@ Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies 


Openings in California, Illinois, Indiana, Kansas, Michigan, Mis- 
souri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


C. G. ASHBROOK, VICE PRESIDENT-DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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FRATERNALS 


Canadian Fraternalists 
Gather at Niagara Falls 


The Canadian Fraternal Assn. held 
its annual meeting at Niagara Falls, 
Ont., being addressed by T. W. Mid- 
kiff, head of W.O.W., Denver, president 
National Fraternal Congress. Other 
speakers included W. M. Anderson, To- 
ronto, president Canadian Life Insur- 
ance Officers Assn.; E. J. Jeffries, Jr., 
Detroit, general counsel Maccabees; 
Prime Minister Drew; R. J. Wood, To- 
ronto, assistant general manager Im- 
perial Life, on “Selection and Training;” 
and Dr. J. H. Couch, University of To- 
ronto, on “Disability.” 

The field men’s section held a session 
with P. E. Perrin of Brantford, Ont., as 
chairman, and the medical section a 
meeting with Dr. Damien St. Pierre of 
Ottawa as chairman. 


W. O. W. Field Men Die 


Guy B. Kirk, Nebraska manager for 
Woodmen of the World Life, Omaha, 
and W. M. Robison, Anna, IIl., for- 
mer Indiana manager, died. Mr. Kirk 
once was a patient in the society’s hos- 
pital at San Antonio, and while there 
took a course in fraternal insurance sell- 
ing which caused him to enter field 
work for the society when he was dis- 
charged from the hospital. He was lo- 
cated in south Texas, becoming district 
manager before promotion to Nebraska 
manager. 


Aid Assn. Promotions 


Aid Assn. for Lutherans, Appleton, 
Wis., has appointed H. H. Hinnenthal to 
the new office of comptroller. He has 
been office manager for 16 years. Her- 
bert G. Benz, assistant agency director, 
becomes agency director. He has been 





with Aid Assn. since 1933 and is a son 
of the president. 


Ryne Nebraska Manager 


Russell Ryne of Fremont, Neb., has 
been named state manager of Woodmen 
of the World Life for Nebraska. He 
succeeds Guy B. Kirk, 58, who died in 
Lincoln April 3. 


Agenda for Meet of Amer. 
Institute of Actuaries 


The American Institute of Actuaries 
meeting April 29-30 at the Edgewater 
Beach hotel, Chicago, will start off with 
the presidential address of J. Gordon 
Beatty, Canada Life, following which 
there will be a business meeting, discus- 
sion of previously presented papers. 
T. N. E. Greville, U. S. public health 
service, will present a paper on “Ad- 
justed Average Graduation Formulas of 
Smoothness.” There will be informal 
discussion of underwriting, expenses, in- 
vestment, annual statements and pen- 
sions. 


Minn. Congress Speakers 


The annual sales congress of the Min- 
nesota Life Underwriters Assn. April 
23 at the Century theater, Minneapolis, 
will be addressed by Carrol M. Shanks, 
president of Prudential; Keith S. Smith, 
assistant general agent John Hancock 
Mutual Life at Kankakee; John H. Jam- 
ison, general agent Northwestern Mu- 
tual Life, Chicago, and Newell C. Day, 
general agent Equitable of Iowa, Dav- 
enport. Gov. Youngdahl of Minnesota 
will be the luncheon speaker. 


N. Y. Trusteeing Bill Signed 


Governor Dewey has signed the New 
York bill which permits trusteeing of 
group accident and health coverage 
among employers in the same business 
or profession. 

















THE GOAL WAS TOO EASY 


The original goal set for the current Woodmen “Camp 
Activity” campaign honoring Vice President R. E. 
Miller was apparently much too easy. 


That goal, the enrollment of 4 new members and com- 
pletion of a fraternal or civic service project, will be 
exceeded by hundreds of local Camps. For this, they 
will receive Two Luminous Highway Signs to mark 
these communities where Woodcraft renders valued 
fraternal and civic services. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 








Wisconsin. 





Satisfied Field Representatives 
Get Best Results 


A new man delivered $87,000 in his first four months— 
a quarter million a year. Why? Because he had modern 
policies—could write Men, Women and Children—med- 
ical or non-medical basis. Good Home Office cooperation. 


Good territory in Illinois, Michigan, Minnesota and 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 








C. L. U. 


Let Lawyer Do More of the 
Estate Planning: Redeker 


The lawyer should carry the lion’s 
share of any estate planning job and the 
lawyer who wishes to operate in this 
field must be qualified as a specialist, 
Harry S. Redeker, general counsel of 
Fidelity Mutual Life, told the Minneap- 
olis C. L. U., and the Corporate Fiduci- 
aries Assn. at a joint meeting. If a 
lawyer’s work has carried him primarily 
into other branches of the law Mr. Re- 
deker suggested that he would do well 
to pause before undertaking an estate 
planning job, considering whether he 
should pursue the necessary special 
study. As doctors do in the field of 
medicine, he should refer the client to a 
specialist if he is not qualified himself. 


Taxes San Francisco Topic 


Taxes will be discussed at the April 
20 dinner meeting of the San Francisco 
C.L.U. chapter by Valentine Brookes, 
attorney specializing in tax problems. 


Lyon to Address C.L.U. 


L. S. Lyon, chief executive officer 
Chicago Assn. of Commerce, will ad- 
dress the Chicago C.L.U. chapter April 
20 at a meeting in the Equitable Society 
classroom. This is a combined meeting 
of the chapter and the final session in 
the seminar series it has been conduct- 


~ COMPANIES 


Guarantee Trust Report 


Guarantee Trust Life of Chicago, as- 
sessment legal reserve company, is 
shown in an examination report by the 
Illinois department as of Sept. 30, 1947, 
to have had $273,346 assets and a sur- 
plus of $55,156 over all liabilities. This 
company has been in operation since the 
middle of 1936. 

The report declares premium income 
has increased steadily in the last three 
years; cash position appears adequate; 
claim settlements are made in accord- 
ance with policy provisions. The sum of 
$119,000 guarantee fund certificates is 
outstanding. Guarantee Trust writes 
life, accident, health and hospitalization. 


W. E. Stewart in New Post 


W. E. Stewart has been appointed 
head of the new policyholders’ service 
department of National Reserve Life at 
Topeka. 























Quarters have been leased for a new 
branch of the Security-First National 
Bank in the west wing of the Prudential 
western home office now under cénstruc- 
tion in Los ‘Angeles. 


SALES MEETS 


500 Prudential Agents 
Attend Training Meets 


Prudential is holding a series of 18 
training conferences this month for 500 
selected agents to familiarize them with 
the company’s new selling aid, the “Dol- 
lar Guide.” It was developed to en- 
able the agent to make a graphic and 
convincing presentation of life insur- 
ance. programming. The “Dollar 
Guide” has been tried out and the com- 
pany considers it the most successful 
selling tool it has ever developed. 











United Managers Gather 


United of Chicago held its managers 
convention at Miami Beach. More than 
100 managers and their wives represent- 
ing the industrial department attended. 
The company was represented by Presi- 


dent O. T. Hogan and Vice-presidents 
J. R. Hogan and G. Blair Heiser. 


To Meet at White Sulphur 


John Hancock will hold the 1949 
meeting of the President’s Club of the 
industrial agencies at White Sulphur 
Springs, W. Va., March 14-16. 


North American Ohio Rally 


Ohio agents of North American Life 
held a meeting at Columbus under the 
direction of H. O. Kremer, state agent, 
who is a vice-president and director of 
the company. From the home office 
there were present Paul McNamara, ex- 
ecutive vice-president, and C. G. Ash- 
brook, vice-president and superintendent 
of agencies. 














Negro Company Plans to 
Expand; Write A. & H. 


Supreme Liberty Life of ‘Chicago 
plans to enter at least two additional 
states in the near future. It now oper- 
ates in Illinois, Ohio, West Virginia, 
Missouri, Michigan, Kentucky, Mary- 
land, Tennessee, District of Columbia, 
Kansas, Arizona and Indiana. The di- 
rectors also authorized amending the 
charter to permit writing of A. & H. 
and casualty policies. It plans to stress 
on hospitalization and medical expense 
plans. 

The company’s 1947 income showed 
an increase of $250,000 assets increased 
by more than $1 million and insurance 
in force increased by more than $5 mil- 
lion. 
ployes’ retirement fund, surplus to 
policyholders gained more than $200,000. 
Directors voted a _ stock dividend of 
$100,000 and a cash dividend of $1.25 
per share. The stock dividend will be 
issued to present stockholders at the 
rate of one share for every four held. 





Wilkins L. U. T. C. Hartford Head 


Robert E. Wilkins, Connecticut man- 
ager of Prudential is chairman of the 
life underwriter training course plan- 
ning committee for Hartford. First sec- 
tions of the two-year course will be 
offered in the fall. 





PIONEER MUTUAL LIFE 
INSURANCE COMPANY 


SINCE 1868 
FARGO, NO. DAK. 


A complete line of life insurance 
contracts issued on the C.S.O. table 
of mortality, 2//.% interest 
assumption 
Non-cancellable health and accident 
contracts written on male lives ages 
15 to 50 
plus 


Hospitalization Insurance 
General Agents and Agency openings in 


North Dakota, Montana, Wyoming, South 
Dakota, Oregon, Idaho, lowa and Utah 





Liberal Ist & 2nd year commissions, 

plus 8 regular renewals, lifetime 

service fee. Social Security and 
Retirement Pension Plan. 


Despite contributions to the em-. 
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THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 

4 Legal Reserve Fraternal Benefit Society 

Bina West Miller 
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POLICIES 


N.E. Mutual Increases Its 
Insurance Limits 


New England Mutual has announced 
higher insurance limits effective April 1 
for all life and endowment policies, both 
for company retention and for reinsur- 
ance. At younger ages the limits have 
been more than doubled, with an in- 
crease of about 50% at older ages. Lim- 
its as they apply to investment con- 
tracts and to risks involving aviation 
hazards remain unchanged and term 
limits have been altered only slightly. 
The new limits are the same for men 
and women. 

The life, endowment, retirement in- 
come and double benefit contracts, and 
amount at risk under family income and 
mortgage riders, all are affected. For 
example, limit at age 30 for standard 
insurance, formerly $150,000, has been 
raised to $225,000. Generally, the amount 
of increase in limits will not be available 
when more than $500,000 of insurance is 
in force or applied for on any individual 
life. 

Double indemnity limits at ages 25-55 
have been increased from $25,000 to 
$50,000; other age groups remain un- 
changed. This increase is available in 
cases where total amount of double in- 
demnity in all companies (including ac- 
cidental death benefits) both in force 
and contemplated, does not exceed $50,- 
000. Limits for special class risks also 
have been increased. 


New World Discount Change 


New World has reduced the discount 
rate on all premiums paid in advaace to 
2%. In event of withdrawal in cash by 
the insured of any premiums paid in ad- 
vance, the amount of refund to be made 
by the company shall be the amount or- 
iginally received by it, improved at 1% 
compound interest less than the dis- 
count rate allowed at time of payment 
by insured. The maximum number of 
premiums in advance to be held by the 
company at any one time under any one 
policy shall be 20. 


RECORDS 


JEFFERSON STANDARD—Paid busi- 
ness totaled $31,572,895 for the first three 














months. Insurance in force at March 31 
= gi nT, up $19,335,202 since 
ec. 31. 


BERKSHIRE—New paid business for 
the first quarter of 1948 increased 20.5% 
over first quarter of 1947. The loyalty 
month campaign, based on new paid life 
insurance, is under way with Frank H. 
McChesney and Basil R. Weston, general 
Agents at Rochester, N. Y., as directors. 
The compaign will run through May 27. 

EQUITABLE OF IQWA—March was 
the second largest month with a paid 
volume of $12,283,536, up 12.9%. Life 
insurance in force increased during the 
month by $9,467,462 to reach $928,823,975. 

Arthur V. Youngman Agency—Leads 
Mutual Benefit Life for the first quarter 
with a paid-for volume of $3,164,726, a 
gain of 46%. Individual leaders for the 
quarter were John Howard Hanway, J. 
Wesley Tillou, and Eugene C. Wood. 








Termination Clause Rules 
Out Non-Military Accident 


The Pens xia superior court has 
upheld ties ourt in ruling that a 
termi Se in the double indem- 


nity. Ion of a life policy applies even 
though the insured was killed in an au- 
tomobile accident while on leave from 
military service. In Wolford vs. Equit- 
able Life of Iowa, the court distin- 
guished “engage” in military or naval 
service in time of war when used in 
a termination clause from its use in a 
“results” clause, pointing out that once 
the insured went into the service the 
benefit terminated and according to the 
terms of the contract, would not be re- 
instated even though the insured had 
left military service and had returned to 
civilian life 
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Benner Defends Companies’ 
Refusal of GI Mortgages 


(CONTINUED FROM PAGE 3) 


large scale housing developments and 
interest rates on mortgages high enough 
to attract loanable funds from going 
into other types of investment, Mr. Ben- 
ner said. If these two things are not 
permitted the only way the country will 
get sufficient additional housing is 
through government subsidies. 

Giving his reasons for believing that 
the immediate danger of inflation is 
over, barring a drastic rearmament pro- 
gram that would lead to further huge 
government borrowing, Mr. Benner 
said that manufacturing companies have 
already completed about 75% of their 
post-war expansion programs and by 
the end of this year should have com- 
pleted close to 90%. Thus there should 
not be such a large demand in the capi- 
tal goods industries after 1948 as there 
has been in the last three years. It would 
appear at the moment that there will be 
fewer new securities offered and that 
bank credit will not expand to the same 
extent in 1948 as in the past year and 
with the exception of real estate and 
possibly public utilities the demand for 
capital should begin to decline by 1949. 


Increased Capacity Will Help 


Moreover, he said, the completion of 
the post-war expansion program will 
tremendously increase the productive 
capacity of manufacturing industries, in 
some cases as much as 100% over pre- 
war. Other anti-inflationary factors are 
the probability that the total volume of 
exports will decline despite the Marshall 
plan, while imports should increase; the 
unlikelihood of a really large residential 
building boom at present high construc- 
tion costs; and the drastic drop in com- 
modity prices early in the year, indicat- 
ing that basic commodities may not be 
in such short supply as it was thought a 
few months ago. 

“This all adds up to the fact that the 
nation seems to be running out of a 
boom,” he said. “Once there is some 
excess plant capacity and basic commo- 
dities again are in supply, the danger 
of inflationary price rises is past.” 

The Federal Reserve Bank’s efforts 
to hold interest rates down by support- 
ing the government bond market have 
an inflationary effect by putting more 
money into circulation. However, Mr. 
Benner believes the increased supply of 
goods will be sufficient to offset this in- 
flationary tendency and that present 
government bond interest rates can be 
maintained at least for the immediate 
future without endangering the price 
structure. 
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Industry Committee to 


_ Study A. & H. Benefits 


(CONTINUED FROM PAGE 3) 


The question was raised regarding in- 
dividual policies for a small amount 
written to supplement group benefits, 
but Downey ruled them out from con- 
sideration. 

Parkinson of Illinois, the third mem- 
ber of the subcommittee, said he could 
not see why it makes much difference 
whether the benefit was $5 or $50 per 
week if the policyholder is sure of get- 
ting those amounts. He said a problem 
arises, however, when the amounts vary 
as to the circumstances under which 
disability arises, or it is excluded com- 
pletely. He said it should not require 
close analysis to see just when the bene- 
fits are to be paid. 

In connection with minimum time of 
payment, the committee members inter- 
jected several references to misleading 
advertising. It was suggested from the 
floor that the fair trade practices laws 
should help control that situation. 

Both in that connection and in re- 
gard to complaints received on other 
yzrounds, it was emphasized by all of 
the commissioners that only a very few 
companies were involved. 

Parkinson declared that if there were 
a reasonable limit in the policies they 
would be less subject to misrepresenta- 
tion and said the figure could be set so 
that 90% of the policies wouldn’t have 
to be changed. 


LIAMA Canadian Survey 
Shows Recruiting Is Up 


Ordinary insurance companies in Can- 
ada recruited 19% more full-time agents 
in the fourth quarter of 1947 than dur- 
ing the preceding quarter, the L.LA. 
M.A. Canadian recruiting survey shows. 
The increase, however, was not suffi- 
cient to bring recruiting activities back 
to the level of the first quarter of the 
year when new-man contracts took a 
definite turn upward. 

The Canadian survey also showed 
that agents contracted in 1947 were pro- 
ducing at a projected annual rate of $83,- 
760, compared with the annual rate of 
$88,800 in 1946; that high turnover has 
persisted, a projection of the rate of 
termination for agents contracted in 
1947 indicating that less than one-half 
will complete a full year. Last year 
similar rates indicated that 56% would 
complete their first year. Male agents 
without previous life insurance experi- 
ence accounted for 82% of total new 
full-time recruits in 1947. 
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5057 WOODWARD AVENUE, DETROIT 2, MICHIGAN 


Management Conference 
Held at French Lick 


(CONTINUED FROM PAGE 6) 


runs contests, his feeling being that 
while the winners may benefit the result 
is to pull down the loser’s morale, so 
that the contest is a net loss for them 
in that respect. All he requires is that 
agents tell the story of life insurance 
once a day, six days a week and every- 
thing else will take care of itself. When 
he hires a man he tells him it is a 24- 
hour job and one that he will even dream 
about. In getting new agents his mini- 
mum standard is to get 10% of his busi- 
ness from new men brought in during 
that year. He warned that the day an 
agency stops recruiting it is dead. 

Friday evening there was a cocktail 
party and dinner followed by a three-act 
play lampooning home office procedures, 
as typified by the “Shining Star Mutual 
Life.” This company readily paid $50,- 
000 for reprints on deckle-edge vellum 
of a speech by its president, Aloysius P. 
Bushwa, before the National Assn. of 
Bee-Keepers but wouldn’t pay $1,000 
for an educational course until it had 
been found to be more effective with the 
president’s picture on the cover. The 
play was written by Alden C. Palmer 

f R. & R., directed by Harry V. Wade, 
president of Standard Life of Indiana 
and staged by Ray Patterson, Penn Mu- 
tual, Indianapolis. On the program was 
a note saying that “Any resemblance to 
persons living or dead is definitely in- 
tended.” 

Saturday morning Bert A. Hedges 
held an area breakfast conference of the 
general agents and managers section of 
the N.A.L.U. Mr. Hedges stressed the 
nectssity of training management at a 
higher level if companies expect to have 
recruiting done at a high level. 


Persons on Morale 


Henry W. Persons, Mutual Life, Chi- 
cago, speaking on morale Saturday, said 
when he started out as a manager he 
laid out certain specific things he would 
do to improve morale: Hie would always 
be available to the agents to consult 
with them on any problem at any time; 
he would build new organization; he 
would eliminate the old agents that were 
not up to standard; he would get the 
agents to participate in the agency meet- 
ings; he would put out bulletins with 
sales ideas for the agents, building the 
feeling that it was their agency and 
would only go as far as they wanted it 
to go. He resolved to develop pride in 
the agency’s position in the company. 
Most of all he felt that the manager 











16 





LIFE INSURANCE EDITION 


April 16, 1948 











ACTUARIES||I 


CALIFORNIA A 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


620 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





























ILLINOIS 


THOMAS and TIFFANY 
CONSULTING ACTUARIES 
211 West er Drive 
CHICAGO 6 
Telephone Franklin 2633 
Russell Thomas, A.A.S., A.A.1.A. 
Carl A. Tiffany 


























| HARRY S. TRESSEL 
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should always be cheerful, feeling it was 
better to be pee yan = though wrong 
than pessimistic and right. 

Last year the agency obtained $1, 584, - 
440, ‘from new organization and there 
has been eliminated from the old organi- 
zation agents producing less than $100,- 
000 a year. Regardless of production, 
an agent has to be an addition to the 
agency. 

Mr. Persons uses leaders’ lists, pic- 
tures and the like to build morale and it 
has a very definite good effect if contin- 
ually practiced. He feels it is the 
manager’s responsibility to do some 
prospecting for his agents, particularly 
getting them tthe entree into places 
where they can make sales. 

Finally, he regards the agent’s wife 
as of the greatest importance. Not a 
day goes by but some agent’s wife gets 
a telephone call, letter, telegram, candy, 
flowers, to indicate appreciation of some 
accomplishment of her husband or the 
husband-wife team. Mr. Persons never 
takes on an agent unless he has met 
the man’s wife and feels that she is go- 
ing to be a help to the man in his new 
work. 

Mr. Persons said that his agency has 
shown an improvement in 31 different 
points of operation and business is sub- 
stantially ahead, even making full allow- 
ance for general conditions. He said 
there is still far more to be accom- 
plished but the easiest way to get any- 
thing done is to build first on good 
morale. He said that morale is made 
up of .many seemingly unimportant 
things but in the aggregate is probably 
the biggest single factor in agency build- 
ing. Morale, he said, might be expressed 
as doing to others what we would like 
to have them do to us. 

John A, Hill, Aetna Life, Toledo, des- 
cribed the methods that the Blosser & 
Hill agency has used for a number of 
years. He said that frequently neither 
general agents nor companies have done 
all that they should have for the per- 
sonal producer although the matter of 
prestige is well taken care of from the 
company standpoint. The Blosser & 
Hill agency has a number of ways of 
building up the agent’s importance, not 
only through the use of pictures in bul- 
letins but also in local newspaper 
stories, in written statements to policy- 
holders going out over the general 
agent’s signature; in fact, the agency 
has probably a score of ways in which 
it tries to show the public that the indi- 
vidual agent is a person worthwhile 
talking to. 

Paul Speicher, Insurance R. & R., 
program chairman, summarized the 
meeting and said he noted how much 
atention was given to helping the agents 
and if the thinking is in this direction, 
then the job of management becomes a 
simple matter. 

Fitzhugh Traylor, Equitable Society, 
Indianapolis, was general chairman; 
Claude C. Jones, Connecticut Mutual, 
Indianapolis, had charge of entertain- 
ment and Ray Patterson, Penn Mutual, 
Indianapolis, was special features chair- 
man. 


Slate Davenport Rallies 


The Davenport Life Underwriters 
Assn. will hold a sales congress at Ho- 
tel Blackhawk in connection with the 
Quarter-Million Club and Iowa associa- 
tion meeting. The quarter-million 
group will meet the morning of May 14. 
The state association will hold its busi- 
ness meeting that afternoon. Speakers 
for the sales congress next day will be 
Harold J. Cummings, president Minne- 
sota Mutual; William Leighton, na- 
tional president C.L.U., New York Life, 
Minneapolis; Bert Hedges, chairman 

A.L.U. General Agents & Managers 
Section, Business Men’s Assurance, 
Wichita; Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee; Alfred Mag- 
nusson, tax specialist, Davenport; Frank 
McFarlane, Northwestern Mutual, 
Cleveland, and Dan Cahill, Purdue 
course director. 


Field Managers to 
Meet in Chicago 


The Fraternal Field Managers Assn. 
has announced the program for a meet- 
ing which it will hold May 24-25 at the 
Edgewater Beach hotel, Chicago. Her- 
bert G. Benz, field director of Aid Assn. 
for Lutherans, Appleton, Wis., the pres- 
ident, will preside and in opening re- 
marks. will sketch in the program topics 
and lay the foundation for two panels to 
be conducted. He also will serve as 
moderator for the panels. 

The first panel will follow, on “Build- 
ing Membership Through Lodge Activ- 
ities.” Discussion leaders will be T. E. 
Newton, W.O.W., Omaha; Joseph 
Spencer, Protected Home Circle, Shar- 
on, Pa., and Mrs. Dora A. Talley, 
Woodmen Circle, Omaha. 

In the afternoon Alden C. Palmer, ex- 
ecutive vice-president R. & R. Service, 
Indianapolis, will talk on “New Courses 
of Study and F.I.C. Requirements.” The 
managers group for several years has 
sponsored the F.I.C. or fraternal insur- 
ance counselor designation and _ the 
course of study of fraternal life insur- 
ance which leads to the award. 

Following his talk there will be an- 
other panel, on “Training Field Repre- 
sentatives,” the discussion leaders being 
H. C. Hoel; H. H. Hough of Fidelity 
Life, Fulton, Ill., aid J. A. Porterfield, 
Equitable Reserve, Neenah, Wis. 
Second Day’s Program 

The morning of May 25 a_ sound 
movie in color, “Fortunate Family,” 
produced by Aid Assn., will be exhib- 
ited. Ben Williams of Chicago, superin- 
tendent of agencies of Mutual Life of 
N. Y., will give a talk. 

The executive committee is to meet in 
the afternoon. 


Passes RFC Bill 


WASHINGTON —The Senate has 
passed the RFC extension bill, which 
includes a provision authorizing loans 
to insurance companies based on pre- 
ferred stocks. 


Plenty of Mortgage Money 
Available, Says Shanks 


There is still plenty of mortgage 
money available, despite the talk that 
the mortgage 
money market is 
tightening up, 
President Carrol 
M. Shanks of Pru- 
dential said in 
Buffalo at a two- 
day meeting of 500 


field representa- 
tives of that com- 
pany. 
“It is true that 
money has tight- 
ened up a little and 
rates have _ stiff- 
ened,” he said. Cc. M. Shanks 


“Like everything 

else, money must have a living wage 
and it hasn't been given a living wage. 
But we're in the lending business, and 
intend to stay right in it.” 

Second Vice-president Louis H. 
Schmidt presided at the sessions. 

Much the same view was expressed 
by Charles Fleetwood, vice-president. in 
charge of the mortgage and real estate 
department of Prudential, who ad- 
dressed the annual mortgage conference 
of the Long Island Real Estate Board. 

Mr. Fleetwood sees no need for fed- 
eral assistance aimed at holding down 
mortgage interest rates to starvation 
levels. Up to now there has been no 
lack of mortgage funds for housing, but 
a shortage of private funds may de- 
velop if interest yields are artificially 
depressed to a point where a fair return 
cannot be paid on savings, he said. 
Then there would be the ironical situa- 
tion of low interest rates hindering 
housing instead of helping it as propo- 
nents of low interest rates claim they 
wish to do. If there is reasonable incen- 
tive for mortgage money, there will be 
plenty of it available from traditional 
sources of private savings, otherwise 
not. 


South Atlantic Life has moved into 
its new office in Charleston, S. C. 


GLOBE LIFE INSURANCE COMPANY 
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Offers Illinois Agents 
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Every life insurance company maintains close 
contact with its policyholders through twe main 
channels: the friendly personal calls of its Field 
Underwriters, and the written correspondence 
which originates in the Home Office and Agency 
Offices. 


We feel that the personal calls and the corre- 
spondence should work hand in hand, supple- 
menting each other in building good will and 
better understanding. So we decided, some years 
ago, to make sure that all of our letters reflected 
favorably on the Company and its Field Under- 
writers, by being friendly, considerate, sincere and 
—above all — easily understood. 


‘= We engaged a professional correspondence con- 


sultant to help us prepare more than 2,000 “‘guide”’ 
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letters, covering practically every phase of our 
operations. These letters are contained in a manual 
which has become the ‘Bible’ for good letter- 
writing in every department and agency office. In 
addition, employee letter clinics are conducted 
regularly, to help improve letter-writing tech- 
niques. And a system of time controls detects 
bottlenecks and speeds up replies. 


As a result of this program, 91 % of all letters are 
answered within 3 business days. The remaining 
9% usually require special handling, and they are 
acknowledged promptly, with an explanation that 
complete information will be sent as soon as 
possible. Thu:, correspondence is doing its bit to 
help our Field Underwriters build good will for 
themselves and the Company. 


Our 2nd Century of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
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THIS CHART will give you a 
good picture of the business 
growth of the 25 leading life 
insurance companies. 

Note that top line, in particu- 
lar. It shows the exceptional 





gains made by the ten com- 
panies that have advertised 
consistently in The Saturday 


Evening Post. For this ten-year period the growth of ordinary life 
insurance in force among the ten consistent Post insur- 

The Post reaches your best ance advertisers has been almost three times as 
prospects...the people whose great as that of the fifteen irregular or non-advertisers. 


income and education are well , f 

above the average. Further- iti ® gs : “ ) e F , 
more, people like to read adver- f 7 * f 

tising in the Post...far more 

than in any other magazine. 
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